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By ROBERT B. MITCHELL 





| The danger that direct-written, no- 
| commission group will spread to any 
substantial extent, as feared by field 
‘men in Wisconsin and some other 
| states, is discounted heavily by many 
| group executives for a fairly compell- 
ing reason: The aggressive pursuit of 
business on a no-commission or min- 
uscule-token basis would quickly get 
any group insurer that tried it on 
the blacklist of the big brokers to 
whom the group departments look for 
| the bulk of their larger cases. 

Mention of this deterrent force was 
conspicuous by its absence from the 
numerous replies from companies to 
which the Wisconsin field men group 
sent the letter quoted in THE NAaTION- 
AL UNDERWRITER of April 30. Its ab- 
sence is explainable on the ground 
that giving such a factor any weight 
would make it appear that the group 
insurers would jump at the chance to 
write commissionless group if they 
were not held back by fear of being 
boycotted by the substantial produc- 
ers. 
“We’d be murdered by the big brok- 







































ers if they ever got the idea we were 
going after group business on a no- 
commission basis,” said a group ex- 
ecutive. “They’d never give us a 
chance at another case unless the 
client absolutely insisted on it.” 

Another reason for group companies 
not wanting to speak out on this point 
is that it might be made to appear 
that the opinions of the smaller pro- 
ducers, the non-group-writing agents 
and the agency system as an entity 
were of scant concern to the company. 
All Prefer To Pay 

Actually, this is not true. Nearly all 
group insurers—perhaps every one of 
them—prefer to write group only on a 
basis calling for payment of the usual 
applicable commissions. Moreover, any 
company doing business in New York 
is required by the New York depart- 
ment’s long-standing regulation to 
charge the case with a commission, 
even though none is paid. 

The department, however, permits 
the companies in filing their commis- 
sion scales to distinguish between sales 
and service commissions. Thus, a com- 


pany might set a sales commission 
(CONTINUED ON PAGE 18) 





Noted Authorities 
To Address Annual 
Gathering Of LAA 


NEW YORK—Four noted authori- 
ties from outside the insurance busi- 
| ness and one from within it will ad- 

dress the Life Insurance Advertisers 

Assn. at an “institute” during the an- 

nual meeting here at the Essex House 

Sept. 21-23. They will participate in a 

session called “The ’60s—An Authori- 

tative Appraisal,” on the opening day. 

The speakers are the Rev. Norman 
V. Peale of the Marble Collegiate 
Church, New York City, widely known 
author and lecturer; Prof. John Turke- 
vich, Princeton University physical 
chemist and one of the country’s best 
informed experts on Soviet science; 
Raymond Katzell, prominent psychol- 
ogist and director of the Research 
Center for Industrial Behavior, New 
York University; Director Paul N. 
Yivisaker of the Ford Foundation’s: 
public affairs program, and President 
‘Davis W. Gregg of American College. 








Sees Broader Appeal 


In announcing this feature, John 

M. K. Abbott, program chairman and 
' Vice-president in charge of public re- 
lations and advertising of New York 
Life, said that “we think this opening 
day program will have particular ap- 
peal not only for our own membership, 
but also for our company presidents 
and top executives. 

“We hear much these days about 
) ‘growth and change,’ and as business 
men we naturally tend to think of 
these things in purely business terms. 
What we would like to do in our meet- 
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Gov. Undzrwood Of 
W. Va. To Address 
NALU Convention 


WASHINGTON—Gov. Underwood of 
West Virginia will be a featured speak- 
er at the annual convention of Na- 
tional Assn. of Life Underwriters, to 
be held at the Statler and Mayflower 
Hotels here Sept. 11-16. He is the first 
principal speaker to be announced by 
the convention committee, headed by 
William E. North, New York Life, 
Evanston, Ill., NALU vice-president. 
Will Participate In Symposium 

Gov. Underwood will participate in 
a symposium Sept. 15 dealing with 
“The Challenge of the ’60s.” 

“This event is an NALU convention 
innovation,” said Mr. North, “but very 
much in keeping with the national 
association’s keen interest in the op- 
portunities and problems that the next 
10 years will pose to the individual 
life underwriter, our competitive free- 
enterprise system and to our nation.” 


Names of several other prominent 
(CONTINUED ON PAGE 19) 





ing is first to take a thoughtful look 
at the world we are coming into, as 
seen through the eyes of some schol- 
arly authorities; and then to relate 
what they see to our own business. 
Certainly, it is the distinguished work 
of our speakers and their colleagues 
in science and the humanities that is 
profoundly influencing the changing 
directions of human values. These, in 
the long run, are the values that busi- 
ness in general—and our own business 
in particular—must serve in the years 
ahead.” 








Up 4%, Setting New 
Record For Month 


May ordinary sales totaled $4,531,- 
000,000, a gain of 4%, according to 
LIAMA. It was a record month—this, 
in spite of the fact that May, 1959, 
was a swollen month, up 7% over May, 
1958. At the time, this high figure 
seemed primarily due to the rash of 
minimum deposit business being placed 
during that month and several subse- 
quent ones in an attempt to beat the 
New York department’s deadline on 
regulations covering such _ business 
and because of impending minimum 
deposit restrictions some companies 
planned to voluntarily impose on their 
field forces. 


Ordinary Gain $52 Million 


Ordinary sales for the first five 
months of 1960 were $21,028,000,000, 
which represents no percentage in- 
crease and a dollar increase of only 
$52 million. 

Total sales for all types of insurance 
in May were $6,069,000,000, up 6%, and 
in the five months reached $28,455,- 
000,000, a 2% gain. 

May group sales were $882 million, 
an increase of 20%, and for the five 
months were $4,540,000,000, up 14%. 
These figures pertain only to new 
groups set up and do not include ad- 
ditions to group contracts already in 
force. 

Industrial sales in May totaled $656 
million, a gain of 3%, and for the five 
months were $2,887,000,000, a decline 
of 1%. 


Keogh Bill. Dead 


WASHINGTON—The Keogh Treas- 
ury Department bill to establish re- 
tirement plans for self-employed per- 
sons is dead for this Congress, in the 
opinion of insurance observers here. 

Sen. Douglas of Illinois and 17 oth- 
ers are said to be prepared to talk and 
amend the bill to death. 


Big-Case Brokers Called May Ordinary Sales Lee Shield Succeeds 
Brake On Direct Group 


Claris Adams As 
ALC Executive V-P 


Has Previous Experience 
With ALC, As Well As 
With State Supervision 


The executive committee of Ameri- 
can Life Convention has named W. Lee 
Shield executive 
vice-president. Mr. 
Shield, who leaves 
the post of vice- 
president of Union 
Central Life suc- 


ceeds the late 
Claris Adams. Mr. 
Shield formerly 


served as associ- 
ate general counsel 
both in the Chica- 
go and the Wash- 
ington offices of 
ALC. 

With ALC from 1949 until 1959, 
when he left to become vice-president 
of Union Central Life, Mr. Shield 
was former Ohio superintendent from 
1947-49. He joined ALC as counsel and 
became associate general counsel in 
1952. In 1956 he was transferred from 
Chicago to Washington to represent 
the member companies on the federal 
level. 

He has been active with respect to 
many of the institutional problems fac- 
irg the life insurance business and has 
served on many industry committees 
dealing directly with these matters. 
His background as a lawyer, insurance 
superintendent and ALC represent- 
ative in state, federal and institution- 
al matters, his experience as an officer 
of a member company, as well as his 
intimate knowledge of the ALC staff 
and operations, gives Mr. Shield a 
unique set of qualifications for the 
post to which he has been elected. His 

(CONTINUED ON PAGE 19) 





W. Lee Shield 





West Point Gets ‘Guardians Of America’ Award 


One of four 
awards being made 
to United States 
service academies 
by Guardian Life 
to commemorate 
its centennial is 
presented to the 
U. S. Military 
Academy at West 
Point. From left, 
are Daniel J. Rei- 
dy, Guardian vice- 
president and gen- 
eral counsel; Hen- 
ry A. Deppe, man- 
ager at White 
Plains, N. Y.; Lt. 
Gen. Garrison H. 


Davidson, academy superintendent; John L. Cameron, president of Guardian, 
and John C. Slattery, 2nd vice-president. In the background is the bronze 
plaque provided by the gift. This award and similar ones going to the U.S. Air 
Force Academy, U.S. Coast Guard Academy and U.S. Naval Academy, are being 
given as a tribute to the various academy graduates for their service to the 


country as “Guardians of America.” 








irish Chairman, 


Lane President 
Of Union Mutual 


Rolland E. Irish, president of Union 
Mutual Life since 1939, has been 
elected chairman, 
and Senior Vice- 
president Carleton 
G. Lane has been 
advanced to pres- 
ident. 

Charles Seavey, 
2nd vice-president 
in charge of group 
administration, has 
been elected vice- 
president in 
charge of individ- 
ual sickness and 
accident. His re- 
sponsibilities will include full respon- 
sibility for the non-can department. 

Mr. Irish will continue as chief ex- 
ecutive officer. He joined the company 
in 1934 as vice-president in charge of 
operation and was elected a director 
in 1936. 

Mr. Lane, who joined the company 
as investment statistician in 1934, was 
elected a 2nd vice-president in 1942, 
vice-president of the investment de- 
partment in 1946, senior vice-president 
in 1959, and a director early this year. 

Mr. Irish is a past president of 
American Life Convention and served 
two terms as a member of the ALC 
executive committee. He is a member 
of the coordination of activities stand- 
ing committee of ALC. He has also 
served as a director of Life Insurance 
Medical Research Fund and as a mem- 
ber of the committee for the coopera- 





Irish 


Rolland E. 
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tive fund for underwriter training of 
American College. He is serving as 
vice-president and director of the 
Maine Development Credit Corp. and 
vice-president of the Maine Health 
Council. He was also a director for 
many years of the former Maine De- 
velopment Commission. 

Mr. Irish is a former director of the 
Pine Tree Council of the Boy Scouts 
and past member of the advisory 
board of the Maine Department of 
Economic Development. In 1959 Colby 
College awarded him the honorary de- 
gree of doctor of laws, and recently 
Portland University awarded him the 
honorary degree of doctor of business 
administration. 

Mr. Lane is a member of the board 





Charles Seavey 


Carleton G. Lane 


of regents of the ALC Life Officers 
Investment Seminar. He is a _ past 
chairman of the Portland city council, 
and during World War II served as 
civil defense director for Portland. He 
is chairman of the Maine Industrial 
Building Authority and president of the 
Pine Tree Council of Boy Scouts. Re- 
cently, he was elected a trustee of 
Westbrook Junior College in Portland. 

Mr. Seavey is chairman of the Maine 
committee of the Health Insurance 
Council. 





Ohio Natl. Lays Date Stone For New HO 


Civic leaders, local and state gov- 
ernment officials and executives and 
employes of Ohio National Life at- 
tended the date stone ceremony for 
the company’s new, $4 million home 
office being erected at Mount Auburn, 
a suburb of Cincinnati. 

The three-story structure of lime- 
stone, polished granite, metal and 
glass will contain 146,000 square feet 
of floor space, and an adjoining park- 
ing area will hold 200 cars. Designed 
to permit expansion, the building will 
have two sections 306 feet and 130 
feet long. These will be connected by 
a limestone cube housing the ele- 
vator and service core, and this struc- 
ture will rise a story higher than the 
rest of the edifice. The building will 
be air-conditioned and will contain an 
employes’ cafeteria and recreational 
areas. 

Fourth Home Office 

The new home office, which will 
be located at William Howard Taft 
Road and Highland Avenue, will be 
the fourth since Ohio National was 
organized in 1910. Floor space in new 
building will nearly double that of 
the present home office. 


re Seen ee SSS 


ca 
: T 
aes 
i faut neuen 





HB 


FE My ts 
Pn and . 





Superintendent Stowell of Ohio ap- 
plies trowel of mortar to date stone 
opening during ceremonies for new 
Ohio National home office at Cincin- 
nati. Looking on are Mayor Clancy 
(left) of Cincinnati and M. Rey Dod- 
son, president of the company. 






Artist’s sketch of 1 new ae office of Ohio National shows bread lowes leading 
to three-story facade of limestone, polished granite, metal and glass. Building 
will cost $4 million and will contain 146,000 square feet of floor space. 


CHARGE ALWAYS LEVIED 
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Pru Outlines Stand On | 
No-Commission Group | 


Unlike most of the companies reply- 
ing to the Wisconsin field forces’ letter 
on direct-written 
no - commission 
group, Prudential 
discussed in con- 
siderable detail 
the factors it con- 
siders to have a 
bearing on _ this 
controversial _ sit- 
uation 

The Prudential 
letter, written by 
Kenneth C. Foster, 
vice - president in 
charge’ of the 
group department, points out that 
among the other problems there are 
two basic ones of concern to both the 
insurance companies and the field 
forces. One of these is how best to keep 
the insurers from being superseded in 
the group business by self-insured, 
trusteed or governmental plans. The 
other is how best to encourage the 
asents and brokers to maintain their 
traditional roles of prospecting, selling 
and servicing. 


Most Money To Trusteed Pensions 


“During recent years,” the letter 
continues, “the bulk of the new pen- 
sion premium money has been going 
to trusteed plans where no insurance 
policies—individual or group—are in- 
volved. In such situations, the agency 
force plays no role and, of course, 
cannot earn any commissions. Many 
types of service plans provide hospital, 
surgical and medical coverages with- 
out any insurance policy—individual 
or group—and again the agent or 
broker plays no part in the transac- 
tion. Benefits quite similar to those of 
group term life insurance can be pro- 
vided by formal or informal self-ad- 
ministered plans, or as survivor bene- 
fit or death benefit as part of a 
trusteed pension plan. 

“We often say, ‘There is no sub- 
stitute for life insurance,’ but in the 
three main group branches there are 
non - insurance - company substitute 
coverages which some clients prefer 
or find acceptable. When these sub- 
stitutes prevail, no insurance field 
representative has any chance to sell 
or service, since the marketing of this 
type of coverage is done without 
agents. 


‘Tribute To Agency System’ 


“It is our opinion that in a private 
enterprise system any franchise con- 
cept which requires payment for serv- 
ice not rendered will not long sur- 
vive. The fact that for the great bulk 





Kenneth C. Foster 


Hawaii's Ordinary 
Sales Gain In May 
Leads Other States 


Hawaii led the other states in per- 
centage increase in May ordinary sales 
and Alaska and Montana tied for sec- 
ond place, according to LIAMA. Their 
respective increases were 40% and 
23% for the second place tie. 

Hawaii also led in percentage in- 
crease in ordinary sales for the first 
five months with a gain of 26%. Ne- 
vada was in second place with an 
18% increase and Alaska in third with 
13%. 


of our group cases commissions are) 
paid, for services performed to the’ 
satisfaction of the policyholder, is aq} 
tribute to the agency system. A hand- / 
ful of other type cases indicates that 
we need an even larger proportion of” 
agents and brokers who by aptitude, | 
training and experience qualify to per. / 
form the services expected by clients, 

“We can accomplish our mutual | 
objectives by working together. We 
cannot accomplish them by withdraw. | 
ing from the group business or by | 
building a fence around it and telling | 
clients they have to do business our 
way or not at all. They know that. 
substitutes are available.” ] 


Best Balance Available 


Mr. Foster said Prudential’s present | 
system may not be perfect, “but in 
the light of developments as we see 
them, it is the best balance we have 
yet found that will promote the con- 
tinued sale of group coverages and en- 
courage agents and brokers to prospect 
for and to service such business.” 

More than 99% of Prudential’s : 
group cases are sold by agents or 
brokers in the traditional way and_ 
commissions for selling and servicing 
are paid to them. As to the occasional 
case where unusual circumstances | 
lead the client to deal with the in- 
surance company without the services | 
of an agent or broker, Mr. Foster said: | 
“Sometimes a consultant is involved 
who performs functions in designing 
the plan, determining the specifica- 
tions, evaluating the bids, etc., on a_ 
fee basis—functions that must be per-— 
formed and are usually carried out by | 
a broker or agent with or without the | 
assistance of a group specialist from 
the insurance company staff.” 


Charge Always Made 


However, in the rare cases where | 
no commissions are paid, Prudential 
makes a charge to the policyholder | 
determined by the applicable commis- 
sion scale. No group cases are written 
without commission charges. “We pre- | 
fer to write group cases with com- 
missions actually paid, and _ usually 

(CONTINUED ON PAGE 19) 








Clarence J. Myers, chairman and 
president of New York Life, right, ac- 
cepts a George Washington honor med- 
al award from Kenneth Wells, presi- 
dent of Freedoms Foundation. New 
York Life won the award for its career’ 
information advertising program, 
which the foundation cited as “an out-: 
standing achievement in helping to 
bring about a better understanding of 
the American way of life.” 
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lved Grass is always supposed to be greener in the next pasture. That’s why they 
Hica- have fences for cows. And that, too, is why there are globe-trotters, and 
= divorce courts, and dissatisfied life insurance salesmen. 


+ But Franklin salesmen don’t bother looking over fences with that day- 
rom dreaming light in their eyes. They know that the grass is greenest right where 
they are. Last year the hundred leading Franklin field associates—the leading 
money-makers—averaged $42,931.88. The 100th man earned $22,644.91. 
_ The 200th man earned $15,408.00. And the 300th received $11,706.05. 
Ider | (Figures as reported to Internal Revenue Service.) 


tten | That's lots of alfalfa! 


So if you are suffering from wallet-anemia, and have developed a roving 
ally eye for the fields beyond the fence, take a look at a Franklin Agency contract. 
It assures contentment, with an ample supply of “long green.” 


An agent cannot long travel at a faster gait than the company he represents 








Lhe Friendly 
WIRANTIRILIDN ILRI company” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Seven Hundred Million Dollars of Insurance in Force 
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CHICAGO UNDERWRITERS TOLD: 





Pick Best Case Of Impairment 
For Competitive Underwriting 


Competitive underwriting of impair- 
ments which the industry does not 
have sufficient experience to accur- 
ately predict mortality was discussed 
at the June meeting of Chicago Home 
Office Underwriters Assn. The speaker, 
Dr. John W. Barch, associate med- 
ical director Lincoln National, observ- 
ed that liberal underwriting of impair- 
ments is often necessary to meet com- 
petition, and he advised that when the 
underwriter is going to be liberal, he 
must pick the best cases of an impair- 
ment. 


Pressure Illustrates Problems 


Dr. Barch used blood pressure as 
an illustration of the problems‘ in 
underwriting impairments. He admit- 
ted that underwriters really did not 
know how to classify elevated blood 
pressure correctly, and he attributed 
part of this to medical examiners. If 
the applicant has a high blood pressure 
reading, doctors will sometimes take 
a second reading and submit only the 
best pressure instead of both for the 





-.-.May as well be friends! 


application. Doctors are also reluctant 
to report the most unfavorable find- 
ings to an insurance company because 
they feel a loyalty to their patients. 

Treatment of impairment is of par- 
ticular interest to the underwriter. 
There may be an effective medication 
for lowering blood pressure but it is 
a long time before any quantitative 
evaluation of the effect on mortality 
rates can be reliable. Dr. Barch said 
“many people will stay on a regimen, 
even though it is fairly unpleasant 
and a good bit of trouble, for a year 
or two, or even five years, but when 
you consider that we are interested 
in the mortality rate in most instances 
for the next 40 or 50 years, the prob- 
lem is significant.” 

He termed “wastebasket classifica- 


tions” those areas in which “the name 
of the impairment conveys the idea 
that a single entity is being evaluated 
but in reality the group labeled with 
this name contains a wide variety of 
things.” Systolic murmur, for example, 
is a common wastebasket case. The 


It’s a lonely old world unless we work together. We believe that 
one main reason for National Fidelity Life’s 44 year record of 
achievement is the warm spirit of friendliness and cooperation 
that has been maintained by NFI. with its field associates. Even 
during the present period of accelerated expansion, NFL continues 
to offer the personal assistance which has been so basic to the 
development of a growing and dynamic organization. There is 
better opportunity for your success at NFL, where we help each 


other to attain our personal goals. 


Tyee LINE that gives 
| unlimited flexibility 
Life, Group, A&H, both 
Par and Non-Par. 


Ni POSITIONS 
being created for 
Salaried Supervisors 
and General Agents. 





National Fidelity Life 





INSURANCE COMPANY e 


IBERAL CONTRACTS 
offering you top 
commissions, salaries, 
bonuses, and expenses. 


Write: Vice President Kemp W. Wood 


Remember, NFL cares about you and 
your future— move forward with NFL 


KANSAS CITY 6, MO 


W. Ralph Jones, President 





problem here is to know just how skill- 
ful the examiner is in evaluating heart 
disease. The doctor who is proficient 
in gastroenterology may be only medi- 
ocre in interpreting heart sounds. Dr. 
Barch suggested that the underwriter 
become more familiar with terms used 
in describing heart diseases. This will 
allow him to better evaluate the re- 
liability of a physician’s report. 


Must Be Cautious 


He then discussed cases which were 
not amenable to liberal underwriting 
At younger ages where there is any 
uncertainty as to the significance of 
a finding or an impairment, one has 
to be very cautious in accepting cases 
on the basis of table ratings. Caution 
must also be exercised in cases show- 
ing multiple borderline impairments. 

The underwriting principle that 
“the more distant in the past an im- 
pairment occurred, the less mortality 
significance it carries” has good basis 
in most instances, he declared. How- 
ever, he said there were groups which 
he doubted that rating by this prin- 
ciple would be justified. As an example, 
he mentioned myocardial infarction, 
especially in cases of people who had 
this impairment 10 years ago. An- 
other impairment which does not seem 
to improve with the passage of time 
since diagnosis is gout. “I would haz- 
ard a guess our current liberality in 
gout is not at all justified,’ he opined. 

In the future, Dr. Barch predicted 
that (1) there will be more accurate 
classification within impairments, so 
that standard and substandard cases 
will be accepted or declined on a 
scientific basis rather than on guess 
work; (2) impairments previously 
thought uninsurable will be accepted; 
(3) there will be an increasing amount 
of planned experimental underwriting; 
and (4) underwriters will continue to 
increase their medical knowledge and 
“usurp areas of underwriting present- 
ly jealously guarded by medical di- 
rectors.” 


Interstate LGA. Rider 


Guarantees Insurability 

Interstate L.&A. has introduced a 
new rider designed primarily for young 
men guaranteeing the right to buy 
additional insurance up to seven times 
the initial amount at specified option 
dates in the future without evidence 
of insurability. It will be called “Truly 
Guaranteed Insurability.” 

The company points out that the 
rider varies from others of this kind 
in that it provides that the premiums 
to be charged on the additional insur- 
ance will be no higher than the rates 
specified in the rider. Some option 
dates provide for double the base 
amount. 


Paul Revere Life Contributes To 
Reenactment Of ‘Midnight Ride’ 

A recent gift from Paul Revere Life 
will be used to help perpetuate the 
annual reenactment of the famed mid- 
night ride of Paul Revere. Frank L. 
Harrington, president of the company, 
presented a $500 check for colonial 
costumes to the National Lancers, a 
124-year-old cavalry unit which has 
been responsible for the annual re- 
running of the ride every April 19. 


Houston GAMA Elects 


Arthur W. Lowery, Republic Na- 
tional Life, has been elected president 
of Houston General Agents & Man- 
agers Assn. John Parrott, Connecticut 
General Life, was named vice-presi- 
dent; E. Wayne Wood, John Hancock, 
treasurer, and Norval S. Pierce, Met- 
ropolitan Life, secretary. 
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Filibuster By Long 
On H.R. 10 Planned, 
AALU Members Told 


WASHINGTON—Assn. of Advanced © 


Life Underwriters has notified its 
members that its counsel understand 
that Sen. Long plans 


© 


a filibuster © 


against H.R. 10, the Keogh bill, when | 


it reaches the Senate floor. 


“At the very least, a bitter floor | 
fight is expected,” the bulletin states, | 
“It may be possible, during the de- — 


bate, to obtain a last-minute amend- 
ment whereby full-time life. insurance 
salesmen are given coverage. 
Washington counsel are_ currently 
working toward this end. 
Might Be Vetoed 

“Another consideration which is 
very much in the thinking of Wash- 
ington insiders is the probability of 
presidential veto. In any event, we 


Your | 


sneha AAAs 


have not given up hope for full-time © 


life insurance salesmen coverage, 
should the bill be enacted into law.” 

The bulletin points out that the 
Senate finance committee report spec- 
ifies that full-time life insurance sales- 
men are not to be included in the 
Keogh bill, since they are “treated 


under present law as employes for | 
pension purposes.” AALU counsel be- | 
lieve that the specific reference in the © 
report was included because in the | 
bill itself “the statutory drafting is’ 
such that it is possible to contend that — 
coverage for full-time life insurance — 


salesmen was not omitted.” 


Los Angeles Insurer Renamed 


Stockholders have voted to change 
the name of Garrett Ins. Co. of Los 


Angeles to Western Travelers Life. 


They also authorized capitalization of — 


5 million shares of stock at $1 par. 





CHOICE LIFE 
POSITIONS OPEN 
East 
Life Reg. Supv. $18,000. 
South 
Life Agcy. Dir. $15,000. 
East 
Life Actuary $14,500. 
S. West 
Life Agcy. Dir. $10,000. plus 
M. West 
Empl. Ben. Dept. Supv. $10,000. 
East 
Gr. Pension Dept. Adm. $10,000. 
East 
Asst. Agcy. Dir. $10,000. 
East 
Pension Specialist $10,000. 
M. West 
Group Underwriter $ 8,000. 
East 
Life Publications Edit.  $ 7,500 
M. West 
Systems and Proc. Asst. $ 6,000. 
Currently we have position listings in 
Fire - Casualty - Life and A&H in all areas 
of the country. Write for “HOW WE 
OPERATE”. All inquiries receive confi- 
dential handling. 

FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 
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be fars ighted... join United 








CHILDREN’S 
PLAN 








NOW! 2 BILLION DOLLARS | 


Ltee INSURANCE IN FORCE 
Multiple plans designed to meet the modern needs of its policy- 


: owners have spelled growth for United of Omaha. Since 1953, 


United has more than doubled its insurance in force. Keep _ 
your eye on United in the Sixties! Real career opportunities - 


present themselves with this growing, service-minded company. 


And United’s Lifetime Career Cana means — extra . United Way! | 
















Paradox Of Male 
Longevity Explored 
In Levinson Paper 


Despite the apparent increase in 
male longevity, men in the best of 
health today have less chance of re- 
taining that good health and living to 
a ripe old age than did their grand- 
fathers a half century ago. 

Although this may seem at odds 
with all that has been written recently 
about the increased average of man’s 
life expectancy, it is one of the con- 
clusions that was drawn by Louis 
Levinson, vice-president and actuary 
of Massachusetts Mutual, in a paper 
presented at International Congress of 
Actuaries in Brussels, Belgium. 

“In his paper, Mr. Levinson ex- 
plained that there are two forces in- 
volved in changes in mortality which 
have taken place during the 50 years 
from 1900 to 1950. One force consists 
of all the favorable influences for good 
health, including advances in medi- 
cine, public health and nutrition, while 
the opposite force is comprised of the 
more severe competitive struggle and 
the many adverse changes in the 
character of occupations. 


Active, Productive Male Hit Hardest 


Mr. Levinson said that the favorable 
force would exert beneficial effects on 
lives at all ages and of both sexes, 
and the unfavorable one would tend to 
manifest itself more on men than on 
women, and more specifically on in- 
dividuals within the active, productive 
years rather than on children and the 
aged. 

Although confirming the radical im- 
provements in health and life expect- 
ancy of Americans both at the very 
young and very old ages, Mr. Levin- 
son pointed out that death rates be- 
tween youth and old age, especially 
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in the case of males, showed signifi- 
cantly less favorable improvements, 
and actually a decline for the individ- 
uals in the top health groups. 

As an example, he noted that a 40- 
year-old male in the best of health in 
1900 had 97 chances out of 100 to re- 
tain his good health for one year, 
while the chances for a male at the 
same age and same degree of good 
health in 1950 had dropped to 94 out 
of 100. 

In reaching his conclusions, Mr. 
Levinson employed a method of analy- 
sis he developed, which subdivided the 
entire population into six groups, each 
with constant conditions of health and 
other factors affecting mortality. From 
these, he computed rates of deteriora- 
tion or reduction in vitality by de- 
termining the number of lives shifting 
from one class to another subject to a 
greater rate of mortality. 

Mr. Levinson said that a larger pro- 
portion of adults now reaching ma- 
turity has avoided the diseases of 
childhood than was the case 50 years 
ago. The lower average rates of death 
experienced among adults in this gen- 
eration, he concluded, must be due to 
the relatively low incidence of dis- 
ease in childhood. 

“It may be assumed that it is better 
never to have had a childhood disease 
at all,’”’ he noted, “than to have had it 
and recovered from it. Evidently, dis- 
ease and recovery result in a higher 
subsequent mortality.” 


Tenn. Life Holds HO Meeting 

Approximately 80 agents, wives, de- 
partment heads and officers of Ten- 
nessee Life met at the home office in 
Houston for a two-day meeting. Curtis 
M. Smith, company president, said the 
purpose of the meeting, first of its 
kind held by the company, was to 
increase the agents’ understanding of 
the company’s background, its home 
office departments and functions, and 
to outline plans for the balance of the 
year. 


Security Benefit Raises 
Jacoby, Miller To V-Ps 


Security Benefit Life has raised 
Robert Jacoby, actuary, and Curtis 
Miller, field director of agencies, to 
vice-presidents. Seth Kuykendall, chief 
underwriter and assistant secretary, 
has been advanced to assistant vice- 
president. 

Before going with the company in 
1953 as an associate actuary Mr. Jacoby 
was with the Illinois and Kansas in- 
surance departments. Mr. Miller, who 
heads western agency operations at 
Long Beach, Cal., has been with Se- 
curity Benefit since 1952. Mr. Kuy- 
kendall entered the business in 1947 
and went with the company in 1957. 


Dallas Insurance Club 
Elects Miller President 


Insurance Club of Dallas has elected 
Horace F. Miller, Floyd West & Co., 
president succeeding Charles W. Mor- 
gan, General Adjustment Bureau. 


Other new officers are Donald 
Bowles, Shelton & Bowles, Ist vice- 
president; Hilton Painter, National 


Empire Life, treasurer; William John- 
son, Jones, West & Johnson, secretary, 
and W. G. Dodge, Northern of New 
York, house committee chairman. 

Directors elected for a three-year 
term are Gordon Durden, Pan-Amer- 
ican Life; C. B. McKenzie, Southwest 
Indemnity & Life; T. M. Rucker, T. M. 
Rucker Co.; Hugh M. Gossett, Texas 
Employers’ Insurance Assn., and Lewis 
E. Grigsby, Hartford Fire. 


Stock Offered By American Capital 

American Capital Life of Washing- 
ton, D. C., has offered 98,450 shares of 
class A common stock at $5.80 a share. 
No underwriting is involved, since the 
shares are being sold by the directors. 
Net proceeds of the sale will be credit- 
ed $173,610 to capital stock and $355,- 
800 to surplus account. 









These 

facts 
can make 
your future 
secure... 


Right Now—get the facts on a 


NEW APPROACH 


TO YOUR PROFESSIONAL CAREER 


as a General Agent of the Central Standard Life 
Insurance Company ... offering you a new Career 


Contract with... 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 


¢ liberal underwriting 





“The secret of success is Constancy to Purpose" 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 


In Force: $357,405,420 


“new approach” agent’s kit. Get full details by 


contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


Agency Director. 


Assets: $107,284 ,880 
Surplus: $14,591,874 





CENTRAL STANDARD LIFE 


Founded 1905S 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 
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Bankers National Has 
New Non-Can A&S Plan | 


Bankers National Life has intro- — 
duced an A&S policy which is non- 
cancellable with guaranteed premiums 
to age 65 and guaranteed continuable 
with adjustable premiums to age 70. 

Available for occupational classi- 
fication AAA, the policy is written | 
with limits of 1, 2, 5 or 10 years and 
elimination periods of from 7 to 180 © 





days: First day accident coverage is | 
available under the basic policy and | 
may be extended, by rider, to five 
years or lifetime. Other riders in- 
cluded are partial disability for acci- 
dent, accidental death and dismem- 
berment, and hospital, nurse care and 
ambulance benefits. 

Other provisions of the new policy 
include a combination of return pre- 
mium and waiver of premium; a 50% 
of indemnity benefit for non-disabling 
emergency treatment; coverage for | 
air travel as a passenger; no geograph- 
ical limits and no prorating of benefits. | 


Michigan Agents Hold | 
Convention: Elect 


En 


C. K. Streeter President 


PONTIAC, MICH.—Carroll K. | 
Streeter, Grand Rapids, was elected | 
president of Michigan Assn. of Life © 
Underwriters meeting here for its an- | 
nual convention. The meeting’s theme © 
was “The Wide Track to Financial | 
Independence,” and miniature wide- — 
track Pontiacs were given as door | 
prizes. ‘ 

Carl E. Moody, Detroit, was named © 
vice-president; Wayne W. Croxton, 
Lansing was reelected secretary- — 
treasurer, and Thomas R. Hawkins, © 
Jackson, was named national commit- 
teeman. Regional vice-presidents are 
Ronald Swartz, Flint; Malcolm A. 
Campbell, Monroe; John H. Forshar, © 
Lansing; Marvin E. Muilenberg, Grand | 
Rapids; William A. Wadsworth, Tra- 
verse City, and Harold Anderson, 
Escanaba. 

Life Insurance Leaders of Michigan | 
held their annual business and dinner | 
meeting on the first day and elected | 
E. Leon Harris, Bay City, president, | 
and Marvin E. Muilenberg, Grand | 
Rapids, vice-president. Retiring Com- 
missioner Palmer spoke at the dinner. 

Speakers for the second day of the 
convention included Willard C. Brudi, — 
Lincoln National Life; Owen Stansell, 
Prudential; Frank McNamara, NALU 
trustee, and Carl Winters, General | 
Motors. i 


Milwaukee CLU Chapter 


Names Miller President 
Penn Mutual Life, * 
has been elected president of Mil- | 
succeeding | 
Paul J. Quillin, Mutual Benefit Life, | 
who was elected a director for three | 
years. Other new officers are Dennis — 
Mutual © 
vice-president, and George L. | 
Grimm, New England Life, secretary- | 
Speaker at the election - 


Dustin Miller, 


waukee CLU_ chapter, 


W. Laudon, Northwestern 


Life, 


treasurer. 
meeting was William Lynch of See- 


furth & McGiveran, pension consult- | 


ants. 


Detroit Agents Elect 


Detroit Life Underwriters Assn. has — 
elected Clare E. Cronkright, New York | 
Life, president. Other officers elected | 
were E. Joseph Gryson, Connecticut | 
General Life, lst vice-president; Aus- © 
tin A. Kanter, 2nd vice-president; E. H. 7 


Meyers Jr., Fidelity Mutual Life, sec- 
retary, and H. Norman Fitter, treas- 
urer. 
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983 Qualify For First 


| A&S Persistency Award 


Requirements for the new health 
spon- 
sored by NALU, International Assn. of 
Health Underwriters and LIAMA, 
were met by 283 applicants. The award 





abet ater ovet 


| 


| is the first of an institutional nature in 
the A&S field for agents in the United 
| States. 

IAHU had 64 qualifiers and NALU 
had 219, all of whom received certifi- 
| cates and pocket cards. The certificates 
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are being given through the agent’s 
sponsoring organization and LIAMA 
is sending the pocket cards to the 
agent’s company for transmission to 
him. 

To win the 1960 award, each quali- 
fier was required to have a persistency 
of 85% of the new business written in 
1958 and 1959 in force on Dec. 31, 
1959. The exposure requirement was 
$2,500 of annualized premiums on at 
least 18 policies in each year, written 
in the agent’s company. Each qualifier 
is also a member of one or both of the 
sponsoring agents’ organizations. 


Elmer L. Demarest Elected 
President Of Boston CLUs 


Elmer L. Demarest, New York Life, 
has been elected president of the Bos- 
ton CLU chapter. 

Other officers elected were Joseph 
L. Speyer, Berkshire Life, vice-presi- 
dent; Robert R. Cave, New England 
Life, secretary, and Nicholas F. Troi- 
ano, treasurer. 

Directors elected were Frederick C. 
Rozelle Jr., trust officer of Old Colony 
Trust, and James R. Greaney, Con- 
necticut General. 


Portland Group Men 


Form New Association 

Walter Beck, New York Life, has 
been elected president of the newly 
formed Portland (Ore.) Group Insur- 
ance Men’s Assn. Walter Johnson, 
Aetna Life, was named vice-president, 
and Norman F. Maves, Standard of 
Oregon, secretary. 

The association’s objectives are to 
promote group insurance, bring about 
a better understanding between group- 
writing companies and enable group 
men tw get better acquainted. 
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BY STATE MUTU. OF AMERICA 








Big Company Group Benefits for Small Business? 
State Mutual’s PLANNED BUSINESS Insurance Says ‘Yes’ 


Planned Business, a new and exclusive concept by 
State Mutual of America to help business men plan 
and provide for the financial welfare of themselves 
and their organization, now offers low-cost, big- 
company group insurance benefits to concerns 
with as few as 10 employees. 


To firms of any size it helps management measure 
and meet their most urgent group insurance need 
first... whether it be life insurance protection, 
basic hospital and medical expense, major medical 


SMA 


coverage, disability income or retirement pension 
plans. Planned Business rewards owners and execu- 
tives as well as providing adequate benefits to 
attract and hold key people and employees. 


Tailor-made to fit exact needs, Planned Business 
service is offered without obligation by State 
Mutual of America, one of the nation’s oldest and 
strongest life insurance companies. The man to 
see is your nearest State Mutual agent or group 
representative. Or write us here in Worcester, Mass. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 @ Over $3 billion of Life Insurance in force « LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


Investing Over $2 Million Each Week for the Growth of American Enterprise 





Reeder Tells Life 
Insurance Benetits 
On Chicago TV 


Howard C. Reeder, president Con- 
tinental Assurance, last weekend 
carried to the television audience the 
story of the insurance industry in its 
roles as a family protection medium 
and an investment. 

Appearing on “Invest in America,” 
Chicago NBC-TV weekly series, Mr. 
Reeder highlighted the “tremendous 
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growth possibilities” of the industry 
in the next decade. He was interviewed 
by Sam Saran, NBC business and fi- 
nancial news analyst. 

“Assuming an expanding economy, 
and alert to the potential of the large 
number of youth ready to start their 
own families in the next 10 years, the 
insurance industry in all likelihood 
will continue to grow at a greater rate 
than the rest of the economy,” Mr. 
Reeder said. 

The need for insurance today is 
greater than it has ever been, he de- 


tection to defray costs of education 
for her children and much higher 
home mortgages prevailing today make 
adequate life insurance a must.” 

Concerning the investment poten- 
tial of insurance company stocks, he 
pointed out that company profits are 
geared to the life insurance in force. 
“Continental Assurance 10 years ago 
had one-fourth the life insurance in 
force it has today, but profits were 
one-third of what they are now.” 

“With assets of between $115 bil- 
lion and $120 billion, the life insurance 


clared. “The widow needs more pro- 
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Special Offer: 5 copies for $2.95, net. 


BOTHERED BY Ga 
INVESTMENT COMPETITION? 


Then you'll want 


IS LIFE INSURANCE A 


GOOD INVESTMENT TODAY? 


This 812 
points 
shoulder language all of the attributes that i 
make life insurance a prime investment. i 


crepteorenmenetseseecnemencn naeseee 


by 11, 24 page study, just off the 
i out in straight-from-the- 


Purchase Rights of Life Insurance Property 
Ownership Rights of Life Insurance Property 
Distribution Rights of Life Insurance 


all are discussed and analyzed from the © 
standpoint of their importance to the owner 
of life insurance and his dependents. 


Also included are a brief look at common j 
stocks, mutual fund shares, closed end trust { 
shares, and bonds and real estate. 


of America, Inc. 


HILBERT RUST, 
INDI*tANAPOLIS, 
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UNITED FAMILY BENEFIT 


@ Father selects his basic life insurance. pian. 


@ He adds to it the United Family Benefit; 
one unit for basic:policy of $5,000 of more. 
Issued in one, two or three units, 


@ Designed to give maximum death benefit on 


mother when children are 


is greatest. 


@ Each child has $1,000 of level 





term insurance. 


Children born during term of Benefit are auto- 
matically covered with no increase in cost 


from 15 days old. 


- . One more reason why agents are in- 
creasing their production and income! 


WRITE NOW 


UNITED LIFE 





AND ACCIDENT INSURANCE COMPANY 


CONCORD, NEW HAMPSHIRE 


Established 1913 


Write H. V. Staehle, Jr., C.L.U., Field Management 
V. President, United Life, 5 White Street, Concord, N. H. 


STATES SERVED: Cal., Conn. 


, Del.*, D.C., Fla., Ind.*, 


La., Me., Md.*, Mass., Mich.*, N.H., N.J., N.C.*, 


Ohio*, Pa.*, R.I., Vt., Va.* 


*General Agency Opportunities Available 


Overseas Territories Available 
Brokerage Opportunities Available 








industry forms one of the biggest props 
under the economy.” Mr. Reeder ob- 
served. 

He conceded that mutual funds have 
taken some business away from life 
companies, but said, “people want dol- 






Sam Saran, left, Chicago financial 
and business news analyst of NBC-TV, 
interviewing Howard C. Reeder, presi- 
dent Continental Assurance. 
lar return on their investment, and 
with the stock market acting as er- 
ratically as it has been, I am more 
confident than ever about the outlook 
for the insurance industry.” Mr. Reed- 
er summarized that people should buy 
life insurance because: It’s a neces- 
sity, it’s a good investment, and pre- 
mium interest is tax-free. 

He suggested in answer to a ques- 
tion, that life insurance company 
stocks may be a good investment for 
long term growth, but that they 
should not be bought for dividend in- 
come because earnings are plowed 
back into the business—‘and this is 
good for both the policyholders and 
the stockholders.” 


S.M.U. Institute Names 


Newman Long President 

The board of S.M.U. Institute has 
elected Newman E. Long, Dallas man- 
ager Great-West Life, president. 

Other new officers are E. E. Sam- 
mons, vice-president and agency di- 
rector United Fidelity Life, vice-presi- 
dent and executive committee chair- 


man, and Gordon Durden, general 
agent Pan-American Life, Dallas, 
secretary. 

The board, in other action, ap- 


pointed a three-man committee to 
process applications for student loans 
now available under the A. R. Jaqua 
memorial fund, and authorized the 
continuation of the split-schedule basic 
and senior classes originated in the 
fall of 1959. 

Inlico Corp. Changes Name 

Inlico Corp. of Chicago has changed 
its name to Funded Security Corp. 
Funded Security Corp. is a holding 
company that owns Funded Security 
Life, a new company with headquar- 
ters at 2812 West Peterson Avenue. It 
also owns James, Martin & Co., an 
investment company specializing in 
mutual funds. 

Funded Security Life is offering a 
combination investment-life insurance 
package. The president is J. Milton 
Edelstein. 
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McConachie Head 
Of American Mutual: 
Succeeds Mountain 


Harry S. McConachie, vice-president 
and superintendent of agencies, has 
been elected presi- 
dent of American 
Mutual Life to 
succeed Dr. E. B, 
Mountain who re- 
tired from the 
presidency but re- 
mains as chairman 
and a member of 
the executive, fi- | 
nance and under- 
writing commit- 
tees. 

Other changes 
include: Russell B, 
Reynolds, secretary, to executive vice- 
president and secretary; Dr. Van C, 
Robinson, associate medical director, 
to medical director; E. A. Conley, assis- ' 
tant superintendent of agents, to super- | 
intendent of agents; B. R. Merrill, as- © 
sistant superintendent of agents, to 





Harry McConachie 
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Insurance Trust Bids To 
Sell National Fire Stock, 


Buy Continental Assurance 


Insurance Securities of Oakland, 
sponsor of Insurance Securities Trust 
Fund, the open-end investment com- 
pany specializing in insurance stocks, 
has applied to Securities & Exchange 
Commission for an exemption order 
under the investment company act 
with respect to certain proposed trans- 
actions. 

The commission issued an order 
giving interested persons until July 7 
to request a hearing. The SEC state- 
ment said that the trust fund owned 
50,000 shares of National Fire stock 
and 47,370 shares of Continental As- 
surance stock. 

“It is proposed that the 50,000 shares 
of National be sold to Continental Cas- 
ualty at $141 per share, and that Con- 
tinental Casualty sell to the trust 
fund 20,000 shares of Continental As- 
surance at $144 per share,” the state- 
ment said. 

As of Dec. 31, 1951, Continental 
Casualty owned 351,001 shares (70%) 
of National and 648,590 shares (32%) 
of Continental Assurance. 


Washington State Agents 


Elect Freer President 

Washington State Assn. of Life Un- 
derwriters, at the annual meeting at 
Wenatchee, elected John B. Freer, New 
York Life, Aberdeen, president. He 
succeeds Gene Ballantyne, Bankers 
Life of Nebraska, Spokane. 

Other new officers are Walter J. 
Shields, Equitable of Iowa, Spokane, 
Fred B. Wiley, Occidental Life of Cal- 
ifornia, Seattle, and Guy W. Hawkins, 
Northwestern Mutual, Walla Walla, 
vice-presidents; and Russell V. Goo- 
tee, West Coast Life, Seattle, secre- 
tary-treasurer. Hugh Bell, Equitable 
of Iowa, Seattle, was appointed for 
another three-year term as national 
committeeman. 


Income Benefits Increased 


By Massachusetts Mutual 

Massachusetts Mutual has increased 
the income dividends payable to most 
age groups in connection with matur- 
ing retirement income and _ retire- 
ment annuity policies and for pro- 
ceeds being paid under life income 
settlement options. 

The new rates are applicable to all 
such policies issued after Jan. 1, 1939, 
under which the income commenced 
on or after March 24, 1960. Increases 
in most instances are applicable to 
persons commencing benefits up to 
age 65, with some benefiting men to 
75 and women to 85. 

In the event the new basis for rates 
produces a lower income than the pre- 
vious basis for any case entered upon 
after March 24, income dividends in 
that case will be continued on the old 
basis. 


Portland CLUs Elect 


Portland (Ore.) chapter of CLU has 
elected Dawson L. Nedrow, Equitable 
Society, president. Other officers are 
Nat Barocas, Prudential, vice-presi- 
dent, and Sherman A. Shaw, John 
Hancock, secretary-treasurer. 


Midland Mutual Holds Convention 

Davis W. Gregg, president of 
American College and Hal Nutt, direc- 
tor of the Purdue Institute, spoke 
at the convention of Midland Mutual 
Life this week at Whiteface Inn, 
Lake Placid, New York. Field leaders 
on the program described proven 
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sales ideas and techniques relating to 
the convention theme, “Targets of 
Achievement.” A special pre-conven- 
tion gathering of the President’s Coun- 
cil, which consists of the top 10 agents 
of 1959, was held at Placid Manor, 
near Whiteface Inn. 
Bankers National Life Sales Gain 
Bankers National Life’s ordinary 
paid-for business in May increased 
21% and for the first five months to- 
taled $27,316,799, a gain of 22%. Total 
new business including group for the 
five months was $65,304,133, an in- 
crease of 59%. 


Phoenix Mutual Adds Fifth 
Dividend Option To Series 
Of High Cash Value Plans 


Phoenix Mutual Life has made 
available the fifth dividend option on 
its series of high cash value policies— 
split dollar, key man and deferred 
compensation plans. 

Level coverage by contract guar- 
antee, as opposed to the fifth dividend 
method, was added last year to Phoe- 
nix Mutual’s $25,000 minimum series. 

In New York State, the fifth dividend 
option is available on the company’s 
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$25,000 minimum series as well as on 
all other policies over $5,000, except 
term plans, single premium plans and 
endowment and retirement income 
policies of less than 20 years duration. 
In states other than New York, the 
option is available only on the $25,000 
minimum Executive Equity Protector. 
Vaughan, Thain Names Schloss 
Philip A. Schloss Jr. has been named 
vice-president and account supervisor 
of Vaughan, Thain & Spencer, Chicago 
advertising and public relations agency 
which specializes in financial, insur- 
ance, and real estate advertisers. 





COMPANY 





Announcing the 


HARTFORD LIFE INSURANCE COMPANY 


newest name in the Hartford Group 





Hartford 15, Connecticut 


NEW YORK UNDERWRITERS INSURANCE COMPANY 





Now you can provide life insurance bearing 
this famous trademark 


On January 15, 1959, The Columbian National Life Insurance Company of Boston, 
Massachusetts became a member of the Hartford Fire Insurance Company Group. 


Now this company is to be known as the Hartford Life Insurance Company. 


Bringing the name Hartford to life insurance is one more step in providing Hartford 
Group Agents with a full range of nationally recognized Hartford quality policies . . . 
to meet complete protection needs. 


HARTFORD Fire Insurance Company GROUP 


HARTFORD FIRE INSURANCE COMPANY + HARTFORD ACCIDENT AND INDEMNITY COMPANY « HARTFORD LIFE INSURANCE COMPANY + HARTFORD LIVE STOCK INSURANCE 
¢ CITIZENS INSURANCE COMPANY OF NEW JERSEY 


TWIN CITY FIRE INSURANCE C@MPANY 
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The independent general lines agent 
or broker who plans to expand into 
the life field should be careful to do it 
in a way that will not jeopardize his 
community position as an independent 
and professional adviser to his clients, 
according to John Z. Schneider, Balti- 
more manager of Connecticut General 
Life. 

In an address at the midyear meet- 
ing of Maryland Assn. of Insurance 
Agents at Ocean City, he said that 
traditional ways of bringing life busi- 
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Term-5, 10, 15, 20 
Year Convertible 
Term-Term to 65-5 
Year Renewable and 
Convertible Term-2, 
3, 4, 5 Year Initial 
Term. 


Discounted Premi- 
ums-accepted on 
liberal basis—3.6%* 
interest rate allowed 
















Riders-10, 15, 20 
Year Family Income 
and Family Income 
to age 65-10, 15, 
20, 25 Year Decreas- 
ing Term-10, 15, 20 
Year Level Term—De- 
ferred Survivorship 
Annuity Rider. 


Excellent Dividends— 
with interest current- 
ly credited on accu- 
mulations at 3.5%.* 












Graded Premium Or- 
dinary Life-five year 
step-up plan—ideal 
for the young pros- 
pect who wants to 
gradually acquire 
permanent insur- 
ance. 


Low Net Premiums 
And Net Cost-on al! 
plan: both old 


*Current 1960 rate, not guaranteed for the future. 


Connecticut Mutual [Life 


INSURANCE COMPANY * HARTFORD 
















HteNATIONAL UNDERWRITER 





Advises General Lines Agents On Life 


ness into an agency mean either shar- 
ing commissions with a licensed life 
agent, use of a part-time brokerage 
man from a life agency, or the crea- 
tion of a separate life department. 

Many general lines producers, Mr. 
Schneider said, have found that these 
practices can alienate customers who 
are used to the “soft-selling ways” of 
the agent. But life insurance is never 
bought—it is sold, he said. The prob- 
lem is how to integrate life sales with 
a brokerage or independent agency. 


Guaranteed Change 
Of Plan Clause-per- 
mits conversion at 
any time while pre- 
mium paying to a 
higher premium con- 
tract. 







Single Premium An- 
nuities-rates among 
the best offered by 
leading U.S. compa- 
nies-Immediate and 
Deferred Plans-Sin- 
gle and Joint Life 





Gradation of Pre- 
mium by size-poli- 
cies $10,000 and 
over, $1.50 per $1,- 
000 less; policies 
$5,000 to $10,000, 
$1.00 per $1,000 
less. 


Lower Rates For 
Women-yet same 
dividends and cash 
values as for men. 


: Progressive Under- 




















































The methods which seem to have 
become traditional are unstable, Mr. 
Schneider said, partly for economic 
reasons, but mainly because they are 
incompatible with the traditional serv- 
ice philosophy on which the independ- 
ent general insurance man has built 
his business. 

Describing his early experience in 
developing life business for general 
lines offices, Mr. Schneider said the 
service used to begin and end with a 
part-time broker who would help an 
independent agent close a sale. 

But in looking at the substantial and 


You make the right move when 
you offer... / 






Annual Premium An- 
nuities—high limits 
excellent cash val 
ues, dividends and 
optional settlements 





writing—substandard 
up to 500%. 


















Conn Mu Matic-con- 
venient, systematic 
method of monthly 
premium payment 
by automatic deduc- 
tion from policyhold- 
ers’ regular checking 
accounts. 
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Insurance Builder 
For Children—amount 
automatically triples 
at age 16, quintuples 
at age 21l-with no 
increase in premium. 
































The Family Plan—cov- 
erage for the entire 
family. 
































Insurability Agree- 
ment-allows pur- 
chase of additional 
insurance at ages 
25, 28, 31, 34, 37 
and 40 without med- 
ical examination- 
available on most 
plans. 


Pension and Profit 
Sharing Plans—a pio 
neer in this field 
CML offers many at 
tractive plans includ 
ing Simplified Ac 
ceptance (guaran 
teed issue basis) 



























Flexible Settlement 
Options—with interest 
currently allowed at 
3.6% *-available by 
contract to corpora 
tions and partner 
ships on busi 
insurance 


Wide Range Of Life 
And Endowment 
Plans—age 0 to age 
70. 




















good quality business it was receiving 
from independent agents, his comp vany 
decided it was not doing enough t 
help these producers. 

Sending field men out to ask broker; 
why they were not more active in the 
life business, Mr. Schneider’s company 
came up with three answers: (1) Gen. 
eral lines producers didn’t have time 
for life insurance, (2) They didn’t haveg 
the knowledge necessary; and (3) 
They felt that injecting high-pressure 
salesmanship to sell life covers would 
cause them to lose the position they 
had built up over the past. 

The last point caused the greatest 
concern. Since Connecticut General 
wanted larger volume from agents and. 
brokers, it concluded that it would 
have to come up with an entirely new 
operating philosophy that was the 
same as that of the general lines pro- 
ducers. 

The company slowly and carefully 
staffed a network of agencies, 
equipped to serve the clients of the 
producer through a_ merchandising! 
method completely compatible with 
his traditional operating principles. 

Connecticut General representatives 
did not ask to be taken to prospects 
for life coverage to close the sale. In- 
stead it asked agents to pick up the 
life policies of general lines clients on 
normal calls—whether they are insur- 
able or uninsurable, and whether or 
not they want to buy. These are then 
turned over to Connecticut General) 
for analysis. { 

If this service is offered to the gen-| 
eral lines client, Mr. Schneider said,’ 
the result will be an increase in pres-| 
tige for the independent producer,” ‘ 
whether the life policy recommended | 
is accepted, turned down, or deferred.” 

Under this plan the three objections | 
of general lines producers to the sale” 
of life are met, said Mr. Schneider.) 
Time is no problem, since the first) 
steps are taken by the independent. 
producers in the normal course of) 
business. The technical knowledge is_ 
supplied by an experienced life agent. 

This is like having a complete life 
department in the general lines office, © 
but without the expense, since the life 
company assumes that. 

Another approach to the problem 
is to set up a separate life department 
within the general lines agency. Mr. 
Schneider warned that here the pro- 
ducer must be careful to estimate his” 
costs correctly, to set up goals for net 
profit fz m the operation, and to re- 
view the actual gain made, by includ- 
ing such imponderables as the reac- 
tion ~* es ablished clients. 
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Richard Hearn, Interstate L.&A., Chat- | ; the fi 


tanooga, when he submitted 101 ap-~ 


erage 


plications for $232,500. This one-day § on the 


production is believed to be a record © 


for the south and one of the best ef- i 


' dren t 
—P 


forts in the U. S. The world champ is *policie 


Samuel L. Shaw, New York Life, 
Mount Vernon, IIl., with 129 applica- © 
tions in one day. Mr. Hearn’s produc- 
tion involved no employes’ contracts 
nor group sales. 





Service Guide 


ROBERT |. BUSHNELL 
AM Consultant 
fo Insurance O. 


FIRE—CASUALTY—LIFE 
Hoydens Hill Road Fairfield, Connecticut 
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Pru ‘Stork Option’ 
Has Novel Benefit 
For The New Father 


Prudential has added to its stand- 
ard guaranteed insurability rider for 
men a “stork option,” which auto- 
matically gives a father three months 
of additional term coverage in the 
amount of his regular option any time 
a child is born. The amount of term 
coverage is multiplied by the number 
of children in event of a multiple 
birth. 


May Convert To Permanent 


Any time during the three months 
the insured may convert the term to 
permanent coverage without medical 
examination, thus. anticipating his 
next regular option date. For example, 
an insured age 24 has a $10,000 base 
policy with the guaranteed insurability 
rider and stork option. His wife has a 
child; he automatically receives the 
$10,000 of additional term coverage 
and converts this to permanent within 
the three-month period. At age 25 he 
is not eligible to exercise his regular 
option, but has had the additional cov- 
erage for an extra year. 

On the other hand, should his wife 
give birth to twins, he receives $20,- 
000 of convertible term, and although 
he is not allowed to exercise his reg- 
ular option at age 25, he is ahead of 
the game by an additional $10,000 of 
permanent coverage. At age 28, he 
may begin again to exercise his regu- 
lar triennial option. 


Other Revisions Listed 
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Other Prudential revisions 
and additions are: 

—The guaranteed interest rate on 
dividends left to accumulate has been 
increased to 242%, and the same rate 
applies when a beneficiary elects to 
leave the settlement with the com- 
pany. 

—The guaranteed rate for install- 
ment options has been increased to 


policy 


| 234%. 


—Prudential will pay level interest 


‘dividends with monthly installments, 


doing away with the lump interest 
payment at the end of the year on in- 
stallment settlements. 


Higher Rates Retroactive 


—The higher guaranteed interest 
rates are being made retroactive by 


' with lower rates. 
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—Two new regular ordinary family 
policies provide a choice of life paid 
up at 65 or 80, reduced premiums for 
the first five years, permanent cov- 
erage with accidental death benefit 
on the wife and term coverage on chil- 
| dren to age 25. 

—Prudential is also making the new 


Policies available in a monthly debit 


ordinary version, with up to $3,000 on 
' the husband on a level premium basis, 
j and is adding a loss of eyesight and 
poy benefit for covered family mem- 
_ bers. 

—Four new parent and children 


| Service Guide » 














CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St Chicago 2, Ill. 





Financial 6-9792 
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policies being offered are similar to 
the family policies, but cover only one 
parent. 

—For the first time, Prudential is 
offering all its monthly debit ordinary 
contracts to substandard risks. 

—The new MDO modified life 5-10 
policy, sold only in $5,000 and $7,500 
amounts, includes an accidental death 
benefit and waiver of premium. It may 
be sold at ages 15-40 and to rated 
risks. 


General American Raises 


Interest Rate Return 


Effective July 1, the interest rate 
on policy dividends and on settlement 
option funds left on deposit with Gen- 
eral American Life is being increased 
from 3.25% to 3.5%. A new dividend il- 
lustrations booklet containing revised 
accumulated dividend figures has been 
issued to the field force. 

The company’s “dividend year’ is 
July 1-June 30. No change will be 
made in the scale of annual dividends, 
paid-up insurance additions and ter- 
mination dividends in effect since 
July 1, 1959. 
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Tex. Agents Meet At 
Brownsville, Elect 
Russell President 


Texas Assn. of Life Underwriters, 
at the annual convention at Browns- 
ville, elected Jack H. Russell, Ohio 
National, Corpus Christi, president to 
succeed M. S. Bennett, Lincoln Na- 
tional Life, Fort Worth. Harper H. 
Bass, Massachusetts Mutual, San An- 
tonio, is vice-president and W. Tyson 
Woods, Southland Life, Corpus Christi, 
is secretary-treasurer. 

New directors and their regions are 
Gordon Durden, Pan-American Life, 
Dallas, I; John Fargason, Great South- 
ern Life, Houston, IV; Tony Kucholtz, 
Girard Life, Abilene, V; A. W. Lewis, 
Minnesota Mutual, McAllen, XI and 
Harry Griffiths, American National, 
Austin, XII. 

NALU President William E. Hend- 
ley Jr., Mutual of New York, Columbia, 
S. C., one of the luncheon speakers, 
denounced increases in the social se- 
curity tax as being burdensome for the 
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breadwinner and his family. He said 
that the Long bill to reopen NSLI was 
a purely political move, and he ex- 
pressed hope that it would be thwart- 
ed. 

Mr. Hendley also condemned gim- 
mick advertising of insurance com- 
panies and he urged agents and com- 
panies to emphasize the cash value 
merits of coverage. Insurance sold only 
for protection may in years ahead fail 
the purpose for which it was bought, 
he declared. 


Oppose Department Reorganization 


At the final session, Mr. Griffiths, 
chairman of the legislative committee, 
reported his group had been actively 
opposing a new plan for reorganiza- 
tion of the Texas department and had 
urged more adequate funds to operate 
the department. 

Managing Director John M. Mathis 
announced that a leadership training 
institute would be held at University 
of Texas, July 22-23. 

Salesmen, no matter what their line, 
are actors, and life agents are better 
paid actors than those in the theatre, 
Walter Hailey Jr., Lone Star Life, Dal- 

(CONTINUED ON PAGE 15) 













WO 
\ 


\ 


WOO 
MQAGAA 


SY N 











g ’ Yyy 
- ... hats off to the past (to date, we've ) 
Y e emye e YH 
7 written 814 million success stories) ... coats Yj 





off to the future (looks like we'll make the 


“Best-Seller” list again this year). 


THE 


NATIONAL LIFE | 
AND ACCIDENT | 


INSURANCE COMPANY Yj 
HOME OFFICE NASHVILLE, TENNESSEE 7 
ly 





WW 






WO 
SS 
WY 


SS \ SS 


Y 


Yj 
SS, 







S 


AW 






S 


















FeNATIONAL UNDERWRITER 


Home Office Changes 


California-Western States 

Martin Cherry has joined the com- 
pany as training consultant, special- 
izing in advanced underwriting train- 
ing. He will also be active in promot- 
ing CLU and CLU management pro- 
grams within the company. He was 
formerly an independent life insur- 
ance training consultant and for the 


past year has been retained full time 
by John Hancock’s western division. 
Mr. Cherry began in life insurance in 
1936 for New England Life at Chicago. 
Following army service, he attended 
University of California, where he be- 
came interested in insurance education 
and training. On completion of his 
schooling, he was with New York Life 


for five years at Oakland, Cal. He was 
the first LUTC instructor and has been 
recognized by American College for 
his work in the field of life insurance 
and education. He is a CLU. 


Business Men’s Assurance 

J. C. Wittlake, vice-president in 
charge of administration has been 
elected to the board to fill the va- 
cancy created by the death of Louis 
L. Graham. With B.M.A. since 1936, 
Mr. Wittlake has been actuarial su- 
pervisor, assistant actuary, assistant 
to the president, and a member of the 
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EXECUTIVE COMMITTEE OF 
THE ASSOCIATION OF AGENTS 


Dennis E. McTigue, Fort Dodge, lowa 

Ben S. McGiveran, C.L.U., Milwaukee, Wisconsin 
Lawrence J. Evans, Portland, Oregon 

Dean H. Darkow, C.L.U., Milwaukee, Wisconsin 
Clarence E. P. Craver, C.L.U., pimped New York 
Hal S. Mcintyre, C.L.U., Mi poli 
Henry M. Johnson, Jr., C.L.U., Louisville, a 
Arthur D. Reed, C.L.U., Nashville, Tennessee 


Why our agents 

like to run their own 
Annual Meeting 
...and do! 


OR THEIR yearly meeting, Northwestern Mutual 
Agents plan their own agenda. . 
own subjects... 
This is as it should be, because they believe 
(and we concur) that one of the best ways for an 
agent to improve himself is by close association 
with other successful agents. 

Through personal contact and group discus- 
sions at the meeting, this beneficial effect is multi- 
plied many times . 
the knowledge and wineiianite of others and apply 
it to their own individual needs. 

This year, over 1700 Northwestern Mutual 
Agents and their wives will make their way to 
Milwaukee. We welcome them—and wish them 
a most successful meeting. 


. choose their 
select their own senha 


.. enabling agents to share in 
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80th Annual Meeting. of 
Northwestern Mutual Agents, 
July 25, 26 and 27, 
Milwaukee, Wisconsin 


Lhe 


NORTHWESTERN MUTUAL LIFE! 


/asurance Company 





Home Office, Milwaukee, Wisconsin 
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He 
named vice-president in charge of ad- 
ministration in 1956 and secretary of 
the company’s board of directors in 
February, 1959. 


administrative committee. Was 


Equitable Of lowa 


W. W. Templeton, formerly Port- cg 
land, Ore. agency manager for Home er . 
Life, has been appointed assistant 4 Los 
superintendent of agencies. Genote 

Prudential — ” 

Wade Errett, manager of the man.| repres 

— 


agement information division of the 
Los Angeles regional home office, has 
been promoted to assistant director 
of planning and research in the plan. 
ning and development department a 
the Newark home office. 


Aetna Life 


R. H. Nicholls has been appointed 
supervisor, pension trust sales. He ha 
been a supervisor of Connecticut Mu. 
tual Life at Hartford and before tha 
was with E. S. Churchill pension plan 
ning firm of Hartford. He is a vic 
president of Connecticut Life Under. 
writers Assn. and of the Hartfo 
CLU chapter. 


Phoenix Mutual Life 


H. C. Skiff, vice-president and sen- 
ior executive officer in the agency de. 



























partment, has been elected a directo} Bee 
to succeed D. G. Hunter, who hal e¢om 
retired. Mr. Skiff joined the sale 
promotion division in 1923. e N 
: : th 
Lincoln National Life e 3( 
; Three promotions have been mad m 
in office services: T. A. Burns fro e Gi 
purchasing agent to manager, an Ri 
D. J. Davis and Robert Slocum ti) , Pr 
assistant manager. 
e Th 
Old Security Life pow 
Two promotions have been made em 
R. E. Powell to director of agencie pe 
and F. E. Kobe to claims manager. 
e e e Be ¢ 
American United Life | with 
E. E. Ward has been appointed 
health insurance actuary. He has bee ’ M 
actuarial assistant with Lincoln Na Fil 
tional and assistant actuary with Gul? ® Th 
Life. tre 
PUERTO RICAN LIFE has name) ° ™ 
Ruben A. Feliciano agencies director 
Manuel Orlando Diaz education an Bea 
programing director, and Jaim with 
Corujo unit manager for the Caguas- 
Humacao area. ‘1 # Yo 
e Lif 
Huntington, W. Va., Credit | ° oi 
« ¢ e 
Life Company Is Formed © Fie 
A new credit life company—Pro4 e Ac 
gressive Credit Life Insurance Co- ple 
has been formed at Huntington, W. Va) ¢ Yn 
Although it will begin operations as @ 
credit life company, it intends later ”" 
to expand into the sale of straight life) For , 
and A&S coverage. writ 
The new company is offering 22 Joh 
million shares of $1 par value common, “07” 
stock to the public at $2.50 per share. © 









Manhattan Lite 30-Year Club Adds 
Four New Members To Its Roster ; 
Thomas E. Lovejoy, president 0 
Manhattan Life, presented members 
cards in the company’s 30-Year Cl 
to four home office employes at 
luncheon in the New York Athlet 
Club. The new members are Joh 
J. Sullivan, assistant to the vice-pré 
ident; Henry J. Hettger, manager 
the actuarial department; Helen Bus 
assistant manager of the actuarial de 
partment, and Anne M. McGuire, 
derwriting department. 
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Changes In The Field 


Pacific Mutual Life 
Four group managerial promotions 
have been made: E. M. Lyons, man- 
ager at Houston for five years, goes 
to Los Angeles in that capacity; R. G. 


Ganote Jr., home office representative 
at Chicago, goes to Atlanta to head 
that office; J. L. Lane, home office 


representative at Los Angeles, be- 


Don't be 
the man 
who 
“wasn't 
there” 
when the 
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tough: ! 

























Be a ‘‘triple threat”’ 
competitor with... 


e New Estate Builder plans 
that defy comparison. 

e 30 modern life plans to 
meet every possible need. 

e Guaranteed Insurability 

Rider. 

Pre-Authorized Check Plan. 
e The finest Non-Can A & S 
and Hospitalization plans. 

e Highly competitive Group 

portfolio. 


Be a strong competitor 


with... 

e Motivating Audio Visual 
Films. 

e The “Powerful Idea” sales 
track. 


e Hard-hitting Direct Mail. 


Be a successful competitor 
with e e e 


Top Commission Contracts. 
Lifetime Renewals. 
Financial Assistance. 
Recruiting Bonuses. 

Field Training Seminars. 
Agent Group and Pension 
plans. 

Unexcelled Home Office 
support. 


For Agency Opportunities 
write or wire Byron C. 
Johnson, Agency V.P. 
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comes manager at Kansas City, and 
R. C. Thomas of the Houston office 
becomes manager there. 


Monarch Life 


New agencies have been opened at 
Hayward and Sacramento, Cal., and 
are headed, respectively, by C. L. 
Mack, former general agent at Phoe- 
nix, and R. P. Wagaman, former gen- 
eral agent at Sacramento. Mr. Waga- 
man has been with Occidental Life. 


Prudential 
L. E. Shaffer has been appointed 
sales manager of group pensions at 
San Francisco. He joined the company 
in 1951 and for the past year has been 
district group pensions manager at 
Seattle. 


Paul Revere Life 
A regional group office has been 
opened at Boston and is headed by 
R. W. Noyes and R. M. Davis, regional 
group managers who were formerly 
at the Worcester group office. 


Northwestern National 
Two district managers have been 
appointed: L. M. Lowe at McPherson, 
Kan., and J. L. Farr at Muskogee, 
Okla. 


Manufacturers Life 


R. E. Penny Jr. has been appointed 
brokerage manager at Miami. 


Mutual Benefit Life 


Paul Gershick has been appointed 
brokerage manager in the Murrell 
Brothers general agency at Los An- 
geles. 


Georgia International Life 

Appointed general agents at Seattle 
are: 

C. G. Adelseck, former manager of 
California-Western States Life. 

H. E. Butcher, who has been man- 
ager with Prudential and is a trustee 
of Seattle Life Managers Assn. 

Donald L. Fulghum, former manager 
of Pacific Mutual Life. 


Citizens Life Of New York 


Named general agent for New York 
State is the B.C.M. agency, a wholly 
owned subsidiary of B. C. Morton & 
Co. of Boston, a mutual funds sales 
agency. 


Fidelity Life Assn. 


M. E. Norman has been appointed 
North Carolina manager. 


No. American Life, Chicago 

A. F. Cordischi has been promoted 
from director of training at Chicago 
to regional agency superintendent at 
Madison. 


Lincoln National Life 
Three agents have been promoted 
to supervisory posts within their res- 
pective agencies: E. E. Eley, Norfolk, 
Va.; R. J. Saldutte, Philadelphia, and 
R. M. Stinson, Champaign, II. 


Aid Assn. For Lutherans 
T. L. Brochu has been appointed 
general agent at Detroit for Wayne 
and part of Monroe Counties. 


Great-West Life 
Appointed branch managers in the 
U. S. are W. K. Martin at Seattle; 
P. E. Howland, Portland; L. D. Moe, 
Denver, and T. P. Meehan, Cleveland. 
Appointed branch supervisors in 


Canada are A. J. McManamy, Hamil- 
ton; James Magee, Edmonton; K. B. 
Inglis, Toronto, and Frank Renaud, 
Ottawa. 


General American Life 
C. E. Parker Jr. has been appointed 
district group manager in Atlanta and 
will work with R. F. Schnatmeier, 
group representative there. Mr. Parker 
was previously with Employers group, 
New York Life and Home Life. 


Standard Of Oregon 


Louis Palumbo Jr. has been ap- 
pointed manager at Salem, Ore. He 
was formerly agency supervisor of 
Penn Mutual Life and an annual 
qualifier for that company’s Top 
Leader Club, as well as a member of 
its 500 Club. 


Colonial Life 

Albert Whale has been appointed 
resident superintendent at Los An- 
geles. He has been with New England 
Life at San Francisco and, most re- 
cently, as manager of a scratch agency 
at Oklahoma City. He is past presi- 
dent of Marin County (Cal.) Life 
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Underwriters Assn. and of Oklahoma 
City General Agents & Managers Club. 

Named resident superintendent at 
San Francisco is D. M. Gray. He has 
been head of the life insurance depart- 
ment of John C. Paige & Co., Boston 
general lines agency, and before that 
was a manager of Guardian Life and 
supervisor of Connecticut Mutual Life 
at New York. 


Patriot Life 


Named general agents are: 

H. S. Kleinbaum and Benjamin 
Smith at Brooklyn. Both men have 
been assistant managers of Metropoli- 
tan Life. 

D. L. Rose at Long Beach, N. Y. 
He has been with Prudential. 

H. H. Goldschmidt at Binghamton, 
N. Y., where he has a general lines 
agency and real estate office. 


Mutual Of New York 


R. A. Tunick and D. J. Murphy, 
former assistant managers of the Myer 
agency at New York, have been 
appointed managers of new agencies 
at, respectively, Hicksville, N. Y. and 
Huntington. Mr. Tunick was the first 








IMPACT The best word to describe the 





sales power that fills the pages 
of Manufacturers Life’s new rate book 


I for increased value for your clients’ premium dollars 
through generally lower rates for most plans. 
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for more sales power through Q.R.S.—quantity rate 
scale which brings continuous grading of premium rates by 


policy size to all regular life and endowment plans. 


but single premiums. 


qeaQ Pt 


for participating annual premium annuity— 
a new addition to our “portfolio” of famous high 
return annuity contracts. 


for appeal to the ladies—a new preferential 
rate for females for all regular insurance plans 


for change in settlement options. If, at maturity, the 
guaranteed life income is less than 103% of the income then 
obtainable under the immediate annuity rate, the company 
will pay the larger amount. (Not available in Massachusetts.) 
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Manufacturers Life Branch and get full information on these 
and other changes that can give you new sales power in 60. 
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president of the Long Island CLU 


chapter. 


Connecticut General 

L. J. Howell has been appointed 
manager of the Chicago brokerage 
agency. Joining the company two 
years ago, he subsequently headed 
the New Orleans agency and most 
recently has been assistant superin- 
tendent of agencies. 


INDEPENDENT L.&A. has named 
F. H. Westberry manager of Tennes- 
see, Mississippi and Oklahoma with 
offices in Chattanooga. 

LINCOLN LIBERTY LIFE has nam- 


ed W. S. Loyd general agent for north- 
east Texas at Longview. 





Old Republic Life reports insurance 
written during the first five months 
was up 13% over last year: $1,292,248,- 
150 ¢ as compared to $1,145,544,852. 


HtieNATIONAL UNDERWRITER 


Study Shows Insurance 
Courses Available In 
299 Foreign Colleges 


The subject of insurance is being 
taught in 299 colleges and universities 
in 55 foreign nations, according to a 
study published by American College, 
titled “Insurance Courses in Colleges 
and Universities Outside the United 
States,” by Davis W. Gregg, president 
of the college, and Mrs. Mechthild K. 
Longo, a foreign language expert and, 
until last January, Mr. Gregg’s secre- 
tary. 

The summary and appendixes of the 
study are printed in English, French, 
Spanish, German, Italian and Portu- 
guese. 

The authors surveyed 690 foreign 
institutions. Of these, 390 responded, 
with 299 indicating that they offer 
insurance courses and 91 saying they 
give no such instruction. 
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As in the U.S., the course most 
widely offered is the one described as 
“principles of insurance.” 

The study also showed that there 
are 689 faculty members teaching in- 
surance subjects in the surveyed group. 
American College is sending compli- 
mentary copies of the survey to these 
teachers and also to members of 
American Assn. of University Teach- 
ers of Insurance for the purpose of 
encouraging the further exchange of 
scientific information and to open 
communications among educators. 

Copies of the study may be ordered 
from the college at a charge of $2.50 
each. 


Credit Card For Hospital 
Bills Is Filed In Cal. 


Medicard Insurance Corp., offering 
a credit card approach for the long 
term repayment of hospital and medi- 
cal bills, has been filed with the 
California department by U. S. Under- 
writing, San Francisco, but no move 
is planned immediately to register 
articles of incorporation. The corpor- 
ation wishes to make the idea avail- 
able both to the insurance industry 
and government. 


Describes Plan 

The Medicard plan is a combination 
of small loan financing for the first 
$1,000 of medical expenses with all 
excess costs insured up to $10,000. 
It provides for long term repayment, 
possibly up to five years, for the loan 
portion which would be automatically 
paid up in the event of disability or 
death. An individual or family mem- 
bership requires a small annual fee. 
Groups of employes pay no member- 
ship fees individually; employers 
would pay a small over-all fee. 

The member presents his card to 
his doctor, dentist, hospital, pharmacy, 
or any other professional health ser- 
vice. He is then billed monthly for 
the actual charges plus a service fee. 
In the event of serious or costly ill- 
ness, an arrangement is made for long 
payment on a monthly basis. Repay- 
ment is waived if the member is dis- 
abled and unable to work. Any bal- 
ance unpaid at death is covered by 
life insurance. 


San Antonio Life Managers Elect 
Earl D. Twyman, Aetna Life, has 
been elected president of San Antonio 
Life Managers Club. Maxwell M. Herb- 
ert, Texas Life, was named vice-pres- 
ident, and B. A. Lamoureux, American 
Hospital & Life, secretary-treasurer. 
New directors are Eugene C. Carring- 
ton, Government Personnel Life; D. A. 
Petersen, Connecticut Mutual Life; 
Robert Jackson, Lincoln National Life; 
Creed Ford, Connecticut General Life, 


_and B. T. Matteson, State Mutual Life. 


a 


pier 
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19 University Teachers | 
To Spend Summer At 
Insurer Home Offices 


Nineteen fellowships for members of 
American Assn. of University Teach- 
ers of Insurance to work in company 
home offices and acquaint themselves 
with the general knowledge of insurer 
operations have been arranged for the 
summer of 1960. 

The fellowship program is sponsored 
by AAUTI in cooperation with com- 
panies belonging to American Mutual 
Insurance Alliance, the National Board 
and the principal trade associations in 
the life and A&S fields. In addition to 
the general fellowships at home offices, 
there is a specialized program for 
teachers doing advanced research 
work. These are handled separately. 

Teachers are eligible to receive two 
fellowships in five years, one in the 
fire-casualty business and one in life. | 
The cooperating companies pay round | 
trip transportation and the teachers} 
receive $133.35 a week for no less than | 
four nor more than six weeks while} 
they are engaged in the fellowship! 
program. 

The teachers and companies parti- 
cipating in the summer of 1960 are: 

Burl M. Abel, Texas Tech, to Mass- 
achusetts Mutual Life. 

David Abner III, Texas Southern, 
to Chicago Metropolitan Mutual. 

Emerson Cammack, University of 
Illinois, to Continental Assurance. 

James J. Chastain, Municipal Uni-~ 
versity of Omaha, to Great American. 

James E. Dillinger, Florida State 
University, to Royal-Globe. 

Stanley Eisenberg, Upsala College, 
to New York Life. 

Conrad Eriksen, Kansas State Uni-— 
versity, to Security Mutual Life. 

William T. Fisher, University of 
Connecticut, to Hartford Fire. 


Sam E. Ganis, Ohio Wesleyan Uni- | 


versity, to New York Life. | 

David Krugman, Mohawk Valley’ 
Technical Institute, to Equitable So-- 
ciety. 

Henry F. Lyles, A. & M. College of 
Texas, to Kansas City Life. 

Jonas E. Mittleman, San Francisco 
State College, to Pacific Mutual Life. 

James W. Noehl, Wisconsin Stan 
College, to Hardware Mutuals. 

Jesse F. Pickrell, North Texas State | 
College, to Repubiic National Life.’ 

J. Eugene Pierce, University of Ten- 
nessee, to Provident Life & Accident. 

Jerome J. Rooke, Southern Illinois 
University, to Indianapolis Life. 

Nestor R. Roos, University of Ari-) 
zona, to Continental Casualty. 

Willard J. Saunders, San Jose State) 
College, to Metropolitan Life. 

Joseph R. Trosper, Southern Meth- 


odist University, to Trinity Universal.) 
i 


Joseph Reese Jr. Elected 
President Of Phila. CLUs 


Joseph H. Reese Jr., Penn Mutual 
Life, has been elected president of the) 
Philadelphia CLU chapter. 

Elected vice-presidents were L.| 
Kent Babcock Jr., Aetna Life; John’ 
C. Knipp Jr., Connecticut Mutual Life, | 
and William B. Kirk, Occidental of) 
California. William F. Lee, Penn Mut- | 
ual Life, was named secretary-treas- 
urer. 


Cross Is Colonial Manager Of Year 

Philip Cross, manager of Colonial’ 
Life at Paterson, N. J., has been 
named manager of the year. He was 
presented with the manager’s plaque: 
by Richard B. Evans, Colonial presi- 
dent, at the manager’s annual dinner 
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(CONTINUED FROM PAGE 11) 

las, remarked at the opening luncheon. 
Agents, he said, make sales because of 
enthusiasm and _ unshakeable 
faith in life insurance values and ser- 
vice. To be successful, an agent must 
have faith in God, be enthusiastic, 
associate with enthusiastic people, walk 
enthusiastically, make every day a 
special day, give service freely, re- 
joice for being alive, have a definite 
plan, feel important, engender friend- 
ship, do one thing at a time, and dress 
well and study. 

At the luncheon, Al Kaplan, Great 
National Life, Austin, received a pla- 
que for outstanding service during the 


jyear. He is immediate past chairman 
of Texas Leaders Round Table. 


The final afternoon was devoted to 
a sales congress, the speakers being 
Robert J. Tiffany, Equitable Society, 
Abilene; Grant Westgate,’ senior vice- 
president of Ohio National Life; and 
William Harmelin, Continental Assur- 
ance, New York. 

Mr. Tiffany linked professionalism 


‘to prestige and the latter to profits. 


es parti- 
60 are: 
to Mass- 


‘Prestige enables the agent to sell more 
/life insurance and sell it more easily. 
/As a means ef obtaining prestige, Mr. 


‘Tiffany suggested community service. 


southern, 
al. 

arsity of 
ice. 

pal Uni-— 
.merican. 
ja State’ 


‘sales talks, 


Gives Three ‘Musts’ For Success 
Mr. Westgate listed as three “musts” 


‘for success intelligent prospecting, or- 


ganized planning of costs and effective 
and time control. The 


‘agent, he said, should plan his work 


assiduously as an architect would, and 


College, 


should check the cost of his efforts as 


'carefully as a grocer would for every 
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penny of expense. This organized pro- 


‘gram will produce time control, and 


LIFE INSURANCE EDITION 


Texas Agents Elect Russell President 


the agent will know where he will be, 
when he will be there, and why he is 
there. 

When a member of a partnership or 
key man in a corporation becomes 
disabled, his income becomes a drain 
upon the business which the average 
company cannot accept, Mr. Harmelin 
pointed out. The only way a business 
man can acquire a sustained income 
for a period of years is through busi- 
ness disability insurance and _ this 
should be written right along with life 
insurance. The sale of income pro- 
tection for the business or professional 
man increases the sale of life insurance 
for the competent agent, Mr. Harme- 
lin declared. 


Stresses Community Service 


Bernard H. Zais, Connecticut Mu- 
tual, Burlington, Vt., spoke at the CLU 
breakfast. He gave a testimonial on his 
problems and how he set up a program 
to surmount. them He emphasized that 
agents should do thorough work and 
that they should have competent of- 
fice help which would enable them to 
do this. He also stressed community 
service, saying “he who works with 
his hands, head and heart is an artist.” 

General Agents & Managers Confer- 
ence, at their meeting, elected Wil- 
liam R. Bagg, John Hancock, Fort 
Worth, president. Ben T. Atkinson, 
American General, Austin, is vice- 
president; Melvin C. Kruse, Security 
L.&A., Amarillo, secretary and H. V. 
Seger, Amicable Life, Houston, treas- 
urer. In their discussion of various 
subjects, the general agents agreed that 
the cash value feature of insurance 
had been neglected and that there is 
a need for re-educating agents on the 





ACTUARIAL OPPORTUNITY 
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outdoor sports. 


Bermuda. 





American Life Insurance Company of Wilmington, Delaware, 
established in 1921, is increasing its Ordinary actuarial staff 
and has a position for a FELLOW or ASSOCIATE of the 
Society of Actuaries to be domiciled in the Foreign Head 
Office of the Company in Pembroke, Bermuda. 

Applicants should be under 40 and have a background of 
about.10 years experience in a life insurance company Home 


This position offers interesting work and excellent oppor- 
tunities for advancement in an office that is expanding rapid- 
ly. Bermuda’s pleasant living and working conditions should 
have particular appeal for those interested in year-round 


American Life Insurance Company of Wilmington, Delaware, 
currently confines its operations to overseas markets. Our 
Company is presently licensed in forty different countries. 

Write in confidence giving full personal data, experience and 
salary desired to Richard Rhodebeck, President, American 
Life Insurance Company, Post Office Box 152, Hamilton, 











unique services of cash value cover- 
age. It was noted that many of the 
ills of which agents complain result 
from apathy on the part of agency 
managers and the agents themselves. 
Many of the objects of agents’ griev- 
ances have been brought about by 
pressure on the home office by men 
in the field, they decided. 

Texas Leaders Round Table also 
elected officers. They are John Boeye, 
Southwestern Life, Corpus Christi, 
chairman, and Ralph Keller, Ameri- 
can General, Austin, secretary. The 
volume requirement for membership 
to the round table was raised to $400,- 
000 with some credit for health insur- 
ance. The persistence requirement 
was retained. 


More Work On Insurance Words 

The executive committee of Ameri- 
can Assn. of University Teachers of 
Insurance has voted to activate three 
more subcommittees of its commission 
on insurance terminology—life, prop- 
erty, and general. Together with the 
two subcommittees previously acti- 
vated (health and pension), five com- 
mittees will be working on standard- 
izing insurance terminology. 
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Guardian Policy Covers 


Airline Passengers Club 


Guardian Life has issued a blanket 
policy which provides aviation acci- 
dental death coverage for members of 
the Airways Club, Inc., an organiza- 
tion for promoting greater safety and 
convenience for airline travelers. 

Flight insurance is one of the serv- 
ices offered to club members, and al- 
though similar to trip insurance avail- 
able at airlines terminals, it will be 
effective for members’ whenever 
they take a trip on a scheduled airline 
flight during the policy year. 

Club membership is divided into four 
classifications, each of which includes 
the insurance feature. Benefits range 
from $15,000 to $150,000. Also, an in- 
crease in coverage of $1,000 is granted 
members for each consecutive year of 
membership up to a maximum of 
$5,000 additional. 


Hoosier Farm Bureau Life has in- 
creased its non-medical limits as fol- 
lows: Ages 0-9, $5,000; ages 10-30, 
$20,000; ages 31-55, $10,000; ages 36- 
40, $5,000. 
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HieNATIONAL UNDERWRITER 


Editorial Comment 


The LAA Plans An ‘Institute’ 


The opening day of the Life Insur- 
ance Advertisers Assn. annual meeting 
in New York City Sept. 21-23 will have 
what appears to be a novel and ex- 
tremely worthwhile feature. Five au- 
thorities in physical science, psycholo- 
gy, sociology, religion and life insur- 
ance will speak on their respective 
fields of work, in an “institute” called 
“The 60s—An_ Authoritative Ap- 
praisal.” 

The aim is not to tell LAA members 
how to do their jobs more effectively 
but to broaden the scope of their 
knowledge. The program committee’s 
feeling—and we share it—is that an 
organization such as LAA can help its 
members not only in fostering an in- 
terchange of viewpoints but also in 
broadening their horizons by first-hand 
contacts with distinguished authorities 
even though they are from fields hav- 
ing no visible connection with life in- 
surance. 

This is not, of course, the first time 
that a program committee has thought 
of varying the “how-to-do-it” routine 
fare by bringing in outside speakers 
to talk about matters having no direct 
connection with what the audience 
does to earn its living. In general, we 
have taken a dim view of these ef- 


forts to raise men’s sights and broaden 
men’s minds. Too often the speaker 
knew his subject thoroughly but suc- 
ceeded only in making it tiresome to 
his listeners. 

There’s no danger of that this time, 
however, Each of the speakers has 
been selected because he is known not 
only as an authority .in his field but 
because he has an outstanding reputa- 
tion as a “translator’—meaning that 
he can talk about his world in a way 
that people outside it find fascinating 
and rewarding. 

The speakers are Prof. John Turke- 
vich, Princeton University physical 
chemist and one of the country’s top 
experts on Soviet science; Raymond 
Katzell, prominent psychologist and 
director of the Research Center for 
Industrial Behavior at New York 
University; Director Paul N. Ylvisaker 
of the Ford Foundation’s public affairs 
program; the Rev. Norman V. Peale of 
the Marble Collegiate Church, New 
York City, widely known writer and 
lecturer, and President Davis W. Gregg 
of American College, who will close 
the meeting with a commentary. It 
should attract an even wider audience 
than LAA members and probably will. 
—R.B.M. 


How Much Group Commission Is Enough? 


If the letter written by the Wiscon- 
sin field forces to group insurers 
about their views on direct-written 
group accomplishes nothing else, it is 
at least bringing out the need for a 
clearer understanding of what con- 
stitutes a direct-written case and what 
doesn’t. 

Obviously, a case that is handled 
from start to finish by the insurer’s 
group staff, with no finder’s fee being 
paid by the insurer and no consultant’s 
fee being paid by the insured, is a 
direct-written case. But how about a 
case in which a broker acts as a con- 
sultant and is quite happy to be paid 
a consultant’s fee rather than a com- 
mission? Or a case in which a small 
sales commission is paid—perhaps on- 


ly a couple of thousand dollars in a 
case involving millions in annual 
premiums? 

The Wisconsin field forces are not 
confining their attack to those cases in 
which nothing is paid to either an 
agent or consultant. For example, the 
spokesman of the WFF told THE Na- 
TIONAL UNDERWRITER, “One company 
that we know to be guilty of direct 
writing, as we understand the term, 
replied that they are in complete sym- 
pathy with our views and deny that 
they have ever violated any principles 
of our agency system. But we know of 
national activity on their part in 
which they have paid tiny finder’s fees 
or applied a very minuscule commis- 
sion to a group case. ... We feel this 


tiny finder’s fee or minuscule commis- 
sion scale to be an excuse and that it 
is subterfuge for certain companies to 
excuse themselves and hide behind 
this thin veil.” 

Obviously, if the Wisconsin field 
forces are going to be against direct- 
written, no-commission group, they 
would be out of their minds to give 
their blessing to cases in which a 
ritualistic token fee of, say, one dollar 
is paid. But at what point between a 
dollar and the maximum allowable 
commission does the amount of com- 
mission put the case in the WFF-ap- 
proved category? 

What should be the basis for saying 
how much commission is enough to 
take the payment out of the “tiny 
finder’s fee” or “minuscule commis- 
sion” class? Should the payment al- 
ways bear a relationship to the size 
of the case? Should the payment be 
made even where no salesman has 
done anything to earn a payment? Is it 
enough of a safeguard if commissions 
must by law or regulation follow the 
company’s filed commission schedule, 
as is required in New York? Is there a 
valid argument for differentiating in 
commission schedules between one type 
of group risk developing a_ given 
amount of premium and another risk 
developing the same amount—that is, 
can risks be rated on the basis of their 
desirability to the insurer on grounds 
other than premium volume alone? 

Many more questions could be posed 
in connection with this baffling ques- 
tion of how much commission is 
enough. Doubtless by the time they 
are through sifting the correspondence 
and getting some answers amplified, 
the Wisconsin field forces will be in a 
position to say what they think are 
the proper group commission percent- 
ages in various types of situations. It’s 
a tough job, but it is obviously the es- 
sential next step if that elusive spot 
between a dollar and the legal maxi- 
mum is to be pinpointed convincingly. 
—R.B.M. 





Personals 


John H. Carton, president of Wol- 
verine and Federal Life & Casualty, 
has been named general chairman for 
the 1961 observance of Michigan Week, 
May 21-27, a promotional effort de- 
signed primarily to bring to attention 
of Michigan residents the advantages 
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possessed by the state and to exploit fore g 
those advantages nationally as con-/ 1950. 


spicuously as possible. 1B.M.A 
er ¢ 
Kenneth D. Hamer, senior vice- aan, 


president of Pan-American Life, has! noth 
been elected a district director of Na- manag 
tional Sales Executive International, Vow a 
an organization devoted to the ad-| 
vancement of all phases of sales and 
marketing management development. | 
Mr. MHamer’s district encompasses | FITZ 
Baton Rouge, Monroe and New Or- or at 
leans, La., and Jackson, Miss. 


Robert L. Woods, Massachusetts 
Mutual general agent at Los Angeles, 
received the first John W. Yates mem-. 
orial award of Life Insurance Manag- 
ers’ Assn. of Los Angeles. He was 
cited for contributing to the “high 
standards of agency management and 
development.” 
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W. N. Stannus, senior vice-president 
of reinsurance Republic National, is in 
Europe visiting reinsurance clients 
and other life organizations. He will 
call on 150 companies in 11 countries 
and will attend International Confer- 
ence of Actuaries. 


Fitzhug 


Society 
Underw 
chapter. 
in the 
anapoli: 
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White L. Moss, chairman of Su- 
wannee Life of Jacksonville, Fla., and 
a former state senator, has been el- 
ected chairman of the Duval County 
Republican Party executive commit- 
tee. 





William P. Worthington, president) EDW. 
of Home Life of New York, has been’ waukee 
elected chairman of the New York’ Americ 
Chamber of Commerce’s committee on’ an operi 
insurance. He succeeds William E.— 
McKell, chairman and president of ‘Little 
American Surety. } 

‘Mana 


Donald C. Slichter, president of Phillij 
Northwestern Mutual, has been York, w 
elected president of the board of trus-/ Rock C 
tees of Wisconsin Alumni Research’ Assn. a 
Foundation. He has been vice-presi-) ceeds Jé 
dent and assistant treasurer of the Life. 
organization, which supports research Claud 
at University of Wisconsin through tual Lif 
income derived from its diversified and Car 
patent licensing and investment pro- was _ re 
gram. ' Named 
John Ha 
tan, anc 
Little R« 





Charles J. Zimmerman, president 
of Connecticut Mutual Life, has been 
elected a life trustee of Dartmouth’ er, discu 
College, where he has been serving The a 
as an alumni trustee since 1952. /19. 


Emanuel Dash, head of United 
States Life’s Dascit agency at New 
York, was honored with a luncheon at 
the Bankers Club for his 30 years with 
the company as a general agent. At 
the luncheon, Raymond H. Belknap, 
United States Life’s president, pre- 
sented to Mr. Dash a silver tray com 
memorating the anniversary. Anothe 
speaker was Judge William R. Baye 
who was president of the forme 
Brooklyn National Life when Mr. Da 
joined that company. Brooklyn Na 
tional was later merged into Unite 
States Life. 


Deaths 


HENRY A. STOCKDALE, staff man 
ager at Louisville for Prudential unti 
his retirement in 1950, died there. He 
had been with the company 37 years. 
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OTIS K. JOHNSON, 55, manager at 
Omaha of Business Men’s Assurance, 
died there after an illness of several 
months. He began with the company 
in 1926 and was state manager in 
Arkansas, Ohio and New Mexico be- 
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> exploit /fore going to Omaha as manager in 
as con-/1950. Five of his relatives are with 
'B.M.A. His son, Thomas Grant, is man- 
: lager at Houston, and a brother, J. 
or vice-| Bryan, is manager at Oklahoma City. 
Life, has | Another brother, Audley J., retired as 
r of Na- | manager at Little Rock in 1957 and is 
national, ,ow an agent there. A third brother, 
the ad-\w. T., is an agent in Tulsa and a nep- 
ales and };ew, Robert N., is an agent in Omaha. 
lopment. | 
ompasses|; FITZHUGH TRAYLOR, 62, manag- 
New Or- jer at Indianapolis for Equitable So- 


ciety since 1943 
; and with the com- 
—_ pany since becom- 
= ee ing a_ part-time 
Manag- agent in 1922, 
Me weal died following a 
“high long illness. He 
1A & was scheduled to 
1ent and 


retire July 1. 





Mr. Traylor 
resident served as manager 
nal, is in at Boston from 

clients 1931 to 1943. He 
He will _ Fitzhugh Traylor was a past presi- 


dent of American 
Society of CLU and of Boston Life 
Underwriters Assn. and Boston CLU 
chapter, as well as holding all offices 
of Su-/in the Indianapolis association, Indi- 
“la., and /anapolis General Agents & Managers 
seen el- Assn., and Indianapolis CLU chapter. 
County; A son, Keith, is in the Equitable sales 
commit- |management and training department 
lat the home office. 


-ountries 
Confer- 





resident EDWARD W. VOSS SR., 51, Mil- 
1as been waukee agency manager of North 
w York American Life of Chicago, died after 
1ittee on an operation. 


liam_ E. 
of Little Rock Genl. Agents, 


dent 
‘Managers Assn. Elects 
dent of Phillip English, Mutual Life of New 
; been York, was elected president of Little 
of trus- Rock General Agents & Managers 
tesearch Assn. at the June meeting. He suc- 
‘e-presi- ceeds Jack D. Wagoner of New York 
of the Life. 
research Claude L. Durrett Jr., Pacific Mu- 
through tual Life, was named vice-president 
versified and Carl Gray, Washington National, 
nt pro- was reelected seecretary-treasurer. 
‘Named directors were Hicks Daniel, 
_John Hancock; J. O. Crump, Metropoli- 
resident tan, and Haco Boyd, Union Life of 
as been | Little Rock. Mr. Daniel was the speak- 
rtmouth | er, discussing training and supervision. 
serving; The annual outing will be held July 
19. 
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ff man 

al until 
ere. He 
years. Joseph L. Beesley, senior vice-presi- 
dent of Equitable Society, right, pre- 
sents James F. Oates Jr., president, 
with a record of the April, president’s 
month, sales campaign at the compa- 
hy’s national conference in the Denver 
Hilton Hotel. Almost 300 agents quali- 
fied for the meeting. 
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<ico be- 








LIFE INSURANCE EDITION 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, June 28, 1960 



























Bid Asked 

$ $ 
Aetna Life 78 81 
Beneficial Standard  .........cccce 13% 14% 
Business Men’s Assurance ......... 41% 43 
Cal.-Western States 0... 49 53 
Commonwealth Life  ........ce 18 19 
Connecticut General  ........0 345 350 
Continental Assurance ..........00 144 147 
WEARER TACO cnccccsssccasccsisscssscscseiecsence 69142 71 
Great Southern Life «0.0.0.0... 68 72 
Gulf Life 19 20 
Jefferson Standard ...... 3842 3912 
Liberty National Life 57 59 
Life & Casualty ......... 1642 1742 
Life of Virginia ................ 48 50 
Lincoln National Life. ..........00 230 235 
National L. 8 A. ....sccsssccssssssseeeeeeee 97 100 
North American, Tl. .....cccseceeee 12% 134% 
Ohio State Life on. ecsecsccseseseseeesees 43 45 
ONE Ede LGGO  orcrcincccscscescssssscscssosoress 60 65 
Old Republic Life ............ 1834 20 
Republic National Life ................ 35 37 
Southland Life .......cccccccccsceseseeceneeee 86 90 
Southwestern Life 0.0... 52 54 
Travelers 83 842 
United, Ill. 3642 38 
VU. S. Life 39 402 
Washington National .............00+ 4612 48 
Wisconsin National Life ............ 33 35 


Variable Annuity Co. 
Plans $12 Million 


Common Stock Issue 

Variable Annuity Life has filed a 
statement with the Securities & Ex- 
change Commission seeking registra- 
tion of a million shares of common 
stock, with a $1 par value, to be of- 
fered to the public at $12. John C. Legg 
& Co. of New York will lead the 
underwriting group. 

The registration statement also in- 
cludes an additional 325,000 shares, 
owned for the most part by the man- 
agement. These have a par value of 
77 cents. They are to be exchanged for 
325,000 $1-par-value shares. 

The statement said that the funds 
from the sale would be used to expand 
the company’s business. Its intention 
is to “qualify to offer its variable an- 
nuity contracts and life insurance 
policies in as many states as practica- 
ble, consistent with its abiliy to estab- 
lish and staff branch offices and gener- 
al agencies.” 


Cincinnati Buyers Assn. 
Elects Hilliard Fjord 


Hilliard J. Fjord, associate counsel 
Western & Southern Life, has been 
elected president of Cincinnati Area 
Insurance Managers. He succeeds Hen- 
ry A. Newman, Andrew Jergens Co. 

Other new officers include T. N. 
Fisher, Fifth-Third Bank, vice-presi- 
dent, P. K. Dykes, Ohio River Co., 
secretary, Haven G. Everill, Cincinnati 
Gas & Electric, treasurer. 

Mr. Dykes was elected to the board 
of directors, along with W. F. Smith, 
Foy Paint Co., and P. C. Cowan, Ohio 
National Life. 


Milwaukee Life Assn. 


Elects Wolfe President 


Milwaukee Assn. of Life Under- 
writers has elected Leonard S. 
Wolfe, Acacia Mutual Life general 
agent, president to succeed Paul von 
Paumgarten, Mutual Benefit Life; Ad- 
lor H. Shipway president-elect; Alli- 
son H. Bond Jr., American National, 
vice-president; Sidney A. Levner, Pru- 
dential, secretary, and Roland E. 
Meissner, New York Life, treasurer. 

Charles Tomlinson, Bankers Life 
of Iowa manager at Madison, was the 
guest speaker at the election meeting. 





Nearly 400 persons attended the 
breakfast election meeting of Chicago 
Assn. of Life Underwriters. New of- 
ficers and guest speaker are shown 


in top picture (above). From left: 
Stuart A. Monroe, general agent Mu- 
tual Benefit Life, 2nd vice-president; 
William McKechney, Northwestern 
Mutual, 1st vice-president; John A. 
Lloyd, president Union Central Life, 
the speaker; Mrs. Oliver R. Aspegren 
Sr., the mother of Oliver R. Aspegren 
Jr., general agent Ohio National Life, 
representing her son who was named 
president but was hospitalized at the 
time of the meeting because of an 
automobile accident; George H. Schu- 
ermann, Union Central Life, retiring 
president, and Sol Sackheim, Great- 
West Life, the new treasurer. 

In bottom photo, from left, are some 
of the guests who attended the meet- 
ing: A. Jerry Kirchberg, associate 
manager Continental Assurance, re- 


Chicago Life Agents Elect New Officers 
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ception host; Ralph H. Kastner, gen- 
eral counsel American Life Conven- 
tion; Spencer R. Keare, president Fed- 
eral Life of Chicago; Leonard L. Fuchs 
general manager Country Life; Lee 
N. Parker, administrative vice-presi- 
dent and treasurer American Life 
Convention; Mr. Lloyd; R. R. Hagel- 
man, vice-president Zurich; E. E. Ball- 
ard, president All American L.&C.; 
Harold P. Winter, executive vice-pres- 
ident Union Central Life, and C. G. 
Ashbrook, president North American 
Life of Chicago. 

Mr. Lloyd gave an inspirational talk 
on life insurance and its relationship 
to the 60s, bringing home the fact in 
a number of examples that life insur- 
ance “always pays in full.” He noted 
that no “economic storm” in 200 years 
has ever stopped life insurance from 
paying in full and emphasized that 
the business should certainly not be 
on the defensive. 





Program Ready For 
Insurance Counsel 


Problems growing out of increasing 
use of nuclear energy will be the cen- 
tral topic at the opening forum session 
at the annual méeting of International 
Assn. of Insurance Counsel July 6-9 
at the Greenbrier, White Sulphur 
Springs, W. Va. 

Association membership consists 
largely of lawyers in private practice 
who serve as insurance company de- 
fense counsel. 

Speakers at the nuclear energy for- 
um include Dr. Paul C. Aeborsold and 
Harold L. Price of the Atomic Energy 
Commission; David Toll, Joint Com- 
mittee on Atomic Energy; E. A. Cowie, 
Hartford Accident, and Ashley St. 
Clair, Liberty Mutual. 


Other Topics Listed 


Other forum topics will include tort 
trends and trial tactics (Prof. Robert 
W. Miller, Syracuse University); the 
liability of the shipowner for injuries 
aboard ship to shoreside workers and 
the shipowners’ right to indemnity 
against such workers’ employers, (Lu- 
cian Y. Ray, Cleveland, attorney); 
contribution. and indemnity among 
tort feasors, (W. Page Keeton, dean 
University of Texas law school); the 
anatomy of life insurance, (John O. 
Todd, Northwestern Mutual Life), and 
why the increase in malpractice liti- 
gation? (Dr. Joseph S. Stewart, Mi- 
ami). 

The first general session will open 
with an address by Gov. Underwood 
of West Virginia. The principal 
speaker will be Harold G. Evans, pres- 


Great-West Revises 
Major Medical Plan 


Great-West Life has revised its Dol- 
lar Guard Major Medical Plan in the 
U.S. to provide more flexible cover- 
age. 

In addition to a $500 deductible, the 
plan now offers also $50 and $1,000 
deductible versions, and co-insurance 
has been altered to 80/20 with the 
company paying 80% of eligible ex- 
penses in excess of the deductible. 
The $50 deductible plan will have a 
$7,500 maximum benefit for each sep- 
arate accident or unrelated sickness, 
the $1,000 deductible will have a $10,- 
000 maximum benefit and the $500 
deductible retains its original $7,500 
maximum benefit. 


Guaranteed Continuable 


Coverage for insured adults is guar- 
anteed continuable to age 65, and to 
age 21 for each dependent, unmarried 
child. New-born children are covered 
from the 15th day of age until the end 
of the current premium period. 

Premium rates cannot be changed 
unless rates for all policies in the 
same class are changed. Only one 
deductible applies if two or more cov- 
ered family members are injured in 
the same accident, and hospital con- 
finement is not required to be eligible 
for benefits. 





ident American Casualty, on “The 
Challenge of Progress.” Principal 
speaker at closing general session will 
be Chief Judge David A. Pine, U. S. 
district court for the District of Co- 
lumbia. 
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Big-Case Brokers Called Brake On Group 


(CONTINUED FROM PAGE 1) 
ceiling of several thousand dollars for 
group life, an amount that would al- 
low ample selling compensation for 
the general run of cases but which 
might be regarded as a “token” com- 
mission for a case running to millions 
of dollars a year in premiums. 

The filed commission scales, wheth- 
er making a split between sales and 
service commissions or not, must re- 
flect company policy on the value of 
various size group cases, for the com- 
mission scale must be followed or else 
trouble with the department ensues at 
examination time. 


N. ¥Y. Requirement 


Several of the replies to the Wis- 
consin field forces’ letter pointed out 
that the New York department rule 
requires charging of a commission, 
even though none is paid, and made 
the point that by making it just as ex- 
pensive to buy direct through an 
agent, requests from buyers that the 
cases be written direct should be kept 
to a minimum. Said the president of 
one major group insurer in reply to 
the Wisconsin letter: 

“We believe that so long as it does 
not become cheaper for the prospect 
to buy on a ‘no commission’ basis, 
the instances where we are requested 
not to pay commissions will remain 
isolated exceptions and will not con- 


stitute a threat to the American agen- 
cy system.” 

This president, however,  distin- 
guished between the no-commission 
situation and the competitive pres- 
sures resulting from the payment of 
token commissions. Without indicating 
whether the pressures he had in mind 
are mainly from companies subject to 
the New York department rules or 
from companies not bound by them, 
he said this in his letter: 

“We have not used the ‘finder’s fee,’ 
whereby a token commission is paid 
or charged to the experience of the 
case. We are, however, at the present 
time being seriously embarrassed in 
competition with certain group under- 
writers who are reported to be rather 
freely quoting this arrangement on 
larger cases. If we continue to be so 
embarrassed, we shall face a major 
decision within the next year as to 
whether we can continue with our 
present policy. 

“Our company is a strong supporter 
of the American agency system. Our 
business comes from agents and brok- 
ers to whom we pay a standard com- 
mission. We do not believe that in 
any instance have our policies or our 
operations been detrimental to the 
agency system. I hope we shall be 
able to continue to operate in a way 
that will support that system.” 

The importance of this company in 
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HOME OFFICE MANAGER 
Here is real opportunity for a man with 
experience in the internal operations of 
the home office of a small life insurance 
company. This is a new company, having 
nced in 1960. Over two mil- 
lion dollars of insurance was written in the 
first 3 months of operation and a strong 
| capital ond surplus position will permit 
| rapid expansion. Located in the midwest, 
| this company offers an excellent opportun- 
| ity for a man who desires to be in on the 
| ground floor and assist in building a life 
insurance company. Write Box S-21, c/o 
| National Underwriter, 175 West Jackson 








INSURANCE—DIRECT MAIL 
SPECIALIST 


Strong, aggressive Midwest company expand- 
ing into direct mail life and A & H field. 
Excellent working conditions, wide benefits . . . 
great challenge for man who wants to create 
his own future! Experience in direct advertising 
with sound insurance background required to 
develop, produce, supervise program. State ex- 
perience, salary requirements. Your reply held 
in close confidence. Address Box S-25, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 











SUPERVISOR—SAN FRANCISCO 


General Agency of leading Eastern Company 
has opening for a Field Supervisor. Agency 's 
specializing in advanced programming for 
youna professional men. Prospects and premium 
financing provided. He is expected to maintain 
personal production and to do joint work with 
agents. We train. An opportunity for unusually 
high earnings. All inquiries confidential. Reply 
to Box S-28, c/o National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Ill. 











AGENCY VICE-PRESIDENT 


A large Southern life insurance company, estab- 
lished a half century ago, is seeking the services 
of a well-qualified person between the ages of 
35 and 45 to become Agency Vice-President. 

To be considered, the applicant should have 
had successful life insurance sales experience 
and Agency Management experience. 

An attractive starting salary commensurate 
with experience and abilities will be paid to 
the person selected. 

Reply in strict confidence giving personal bio- 
graphical information and a complete record of 
experience to Box S-26, c/o National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 








SYSTEMS ANALYST 


Excellent opportunity for man with one or two 
years experience in life systems or home office 
operating areas. Fast growing company, best 
of working conditions, full fringe benefits. Write 
Personnel Director, Farm Bureau Life Insurance 
Company, Tenth and Grand, Des Moines, lowa. 








HOME OFFICE CHIEF UNDERWRITER 


Excellent opportunity with growing mid- 
west life company just entering A&S field. 
Experience in life underwriting and super- 
vision required. Experience in A&S and 
policy issue preferred. Our employees know 
of this ad. Reply Box S-37 c/o National 
Underwriting Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ATTENTION SMALL LIFE COMPANIES 
Seeking small or new c y to ge. 14 
years remarkable record of experience in field 
and Home Office and in late 30's. Will relocate. 
Reply in confidence to: 

5838 Caladium Street 








Dallas 30, Texas 








the group field is such as to lend par- 
ticular significance to whatever “ma- 
jor decision” it may make if it finds 
itself continuing to be “embarrassed,” 
and to the fact that the final sentence 
quoted above expresses a “hope” 
rather than an unqualified pledge. 

The president of another group in- 
surer wrote the Wisconsin agents: 

“We are cognizant of the pressures 
put on by other businesses to deal di- 
rectly with them and we are in com- 
petition with companies with less 
acquisition cost because of the pay- 
ment of no commissions. We recognize 
that a trend has been established in 
this direction and applaud the efforts 
of your group for focusing attention on 
this problem. We hope you will con- 
tinue your efforts. 


Client Must Like It 


“It must be remembered, however, 
that in the final analysis the client 
must be satisfied that the agency sys- 
tem is to his advantage. Restraint by 
certain life insurance companies—by 
insisting upon agency representation 
—can only be a temporary remedy if 
the buyer is not sold on the necessity 
of agency representation.” 

A major group insurer explained in 
its reply to the Wisconsin agents that 
its policy and practice is to pay a 
commission to the agent or broker on 
all group insurance and group pen- 
sion business written except as fol- 
lows: 

—Where a group policy has been 
carried on the company’s books for 
long enough so the vested commis- 
sions have expired, the company re- 
serves the right to modify and change 
coverage without further commissions 
to a broker unless requested by the 
policyholder to continue the commis- 
sions. 

—Group business or group pensions 
covering the company’s own employes. 

—Group pension business on which 
the policyholder has engaged the serv- 
ices of a qualified actuarial consult- 
ant and has paid a fee for such serv- 
ice. In such instances no commission 
would be paid to an agent or broker 
if that were the wish of the policy- 
holder. The company feels this type of 
situation probably does not constitute 
direct writing. 

This company said that in some in- 
stances a prospective group policy- 
holder would name a broker and agree 


McConachie Is President 
Of American Mutual Life 


(CONTINUED FROM PAGE 8) 
who retired as actuary this March 
under the company’s retirement plan. 

Dr. Mountain joined American Mu- 
tual in 1921 as medical director and 
has been president and medical direc- 
tor since 1941. He was elected to the 
board in 1932. During his presidency 
the company increased its insurance in 
force from $90 million to $332 million 
to the end of May, 1960. 

Mr. McConachie joined the company 
in 1938 as assistant superintendent of 
agents, becoming superintendent in 
1940 and vice-president and superin- 
tendent of agents and a board member 
in 1942. He is a past president of Life 
Insurance Advertisers Assn. and a 
frequent speaker at life insurance 
meetings nationwide. 

Mr. Reynolds began with the com- 
pany in 1938 as director of sales serv- 
ice. He was elected secretary in 1940 
and a board member two years later. 
He is also a past president of Life In- 
surance Advertisers Assn. 

Mr. Nibel has been with the company 
since 1925, Mr. Merrill since 1941, Dr. 
Robinson since 1951 and Mr. Conley 
since 1954. 
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with him that a consulting fee would 
be paid instead of commission. In 
such cases, the insurer agrees with 
the policyholder and broker that com- 
mission shall not be paid on the case. 
The company does not consider this to 
be direct writing, however, because a 
broker is named and the company has 
been working through a broker. 


Vote Strongly ‘Anti’ 


The replies received thus far to the | 
Wisconsin group’s letter are over- | 
whelmingly against direct writing, 


though as the group’s spokesman put | 


it, “a couple of companies have agreed | 
and disagreed in the same reply.” 

“Many of the letters are interest- 
ing,” he told THE NaTIONAL UNDER- 
WRITER. “For example, one company 
that we know to be guilty of direct 
writing, as we understand the term, 
replied that they are in complete sym- 
pathy with our views and deny that 


they have ever violated any principles | 





of our agency system. But we know : 
| Odd 


of national activity on their part in 
which they have paid tiny finder’s 
fees or applied a very minuscule com- 
mission to a group case. 

“We hope better to define what the 


NTS EMAAR 


various companies consider a proper | 


commission scale. We feel this tiny 
finder’s fee or minuscule commission 
scale to be an excuse and that it is 


this thin veil.” 
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' Life, 
\ ciate 
subterfuge for certain companies to | 
excuse themselves and hide behind | 


Insurance commissioners were sent — 


the Wisconsin letter, and the Wiscon- 
sin group’s spokesman mentioned the 
reply of the Mississippi commissioner 


as being particularly specific as to — a 
what kind of legislation might be en- | do, t 


acted in other states to control direct 
writing. 

Commissioner Davis of Mississippi 
considers that the definition of “agent” 
in the recently enacted insurance code 
precludes the soliciting of insurance 
by consultants. The department inter- 
prets the law to mean that a home 
office employe who helps an agent is 
not considered an agent and need not 
be licensed, even if he goes along on 
a call to help sell. However, he can’t 
make a presentation alone unless he is 
licensed as an agent. 

“It is the thought of the writer,” he 
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letter. However, I am sending your let- 


ter to Mr. Delmar Simmons Sr., presi- 


dent of the life underwriters associa- © 
tion, with the thought of eliminating © 


any such practice in Mississippi.” 


Pan-American President's 


Month Drive Leaders Named 

Pan-American Life has named the 
winning agencies and leading individ- 
ual producers in its president’s month 
sales campaign. 

Among established agencies, the 
winner was the Goodman agency, 
Pensacola, Fla., for having exceeded 
its quota by 296%. Second and third 
place were taken respectively by 
Snodgrass, Cleveland, and _ Shores, 
Baton Rouge. 


first among newly organized agencies — cases 


having exceeded its quota by 238%. 
Second and third places were won re- 


Haynie, Lubbock, Tex. 


were W. V. Pugh, Pensacola; E. T. 
Daniel, Shreveport, La. and J. O. 
Bailey, Pensacola. 


Thirteen Indianapolis Life agents at- 
tended a special training course at the 
home office. 
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Chicago CLU Chapter Names New Officers 





New officers of Chicago CLU chapter. From left: Alfred P. Lasker, Prudential, 
secretary; Samuel Quitman, Mutual Benefit Life, corresponding secretary; 
Francis W. Morley Jr., Todd & Zischke Services, retiring president; Odd Meyer, 
Equitable Society, president; Robert S. Bowles, North American Life of Canada, 
vice-president; Robert H. Swanson, New England Life, treasurer, and Edgar D. 
Tripple, editor of the chapter newsletter, “Top Drawer.” 


Alfred Granum, Northwestern Mu- 
tual; Z. Erol Smith Jr., New England 
Life; Henry Reinhardt, Penn Mutual; 
Edgar D. Tripple, vice-president Rock- 
wood Co. agency (Travelers). Howard 
B. Franklin, Mutual of New York was 
elected for a one-year term. There 
are also three holdover directors. 

John O. Todd, president Todd & 
Zischke Services, was the speaker at 
the election meeting, discussing util- 
ization of the gift tax laws in selling 
life insurance and key man insurance. 





cule com- | ley Jr., Todd & Zischke Services. Other 

| officers named were Robert S. Bow- 
what the | les, manager North American Life of 
a proper |Canada, vice-president, Robert H. 
this tiny | Swanson, general agent New England 
mmission | Life, treasurer; Alfred P. Lasker, asso- 
that it is ciate manager Prudential, secretary, 
panies to and Samuel Quitman, Mutual Benefit 
e behind — Life, corresponding secretary. 

New directors for two years are O. 

vere sent 
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‘ic as to. (CONTINUED FROM PAGE 2) 
nt be en- do,” the letter states. 
rol direct Mr. Foster emphatically rejected the 
‘implication in the agents’ letter that 
lississippi “our motivation is greed and lack of 
f “agent” principle to gain volume.” Prudential 
ance code | believes the public is entitled to the 
insurance | benefits of group coverages as de- 
veloped by the insurers and their rep- 


nt inter- i ; 2 

a home _ resentatives; it believes there are 
agent is Many advantages for clients who use 
need not the insurance company approach for 


along on group benefits, such as conversion 
he can’t Tights, settlement options, and guar- 
less he is amtees. The company realizes that 

clients have a choice and should have 
riter,” he 2 choice and believes it would be de- 


> depart- _trimental to the interests of both the 

icient to Companies and their representatives to 

1 in your ‘force these clients to devise or accept 
your let- substitutes for the insurers’ services. 

r., presi- Grew Without Creative Selling 
associa- ; ; 

minating The Prudential letter points out that 


i”? the substantial growth of group life, 

' group A&S and group pensions came 
nt's about very largely as a result of in- 

‘fluences outside the field of creative 
Jamed selling, such as the wage freeze of 
med the | World War II and the Korean con- 
individ- | flict which exempted employe benefit 
's month 4 plan contributions, legal recognition of 
group coverages as appropriate sub- 
jects for collective bargaining, the ac- 


. > tual bargaining for such benefits, ex- 
o candied cess profits taxes that made it easier 
‘ d third for the employer to provide these fea- 
ely by tures, and the competitive employ- 
ps ment market. 

” Then, the health and welfare fund 
ite waell investigations disclosed some shockjng 
agencies commission practices in bargained 
238%. cases administered by union-manage- 
Picci ment trustees. These revelations, to- 
ity, and _ gether with other information de- 

4 | veloped by federal and state investi- 
f place i gations, resulted in a federal disclosure 
° ’ | of employe benefit financial facts, in- 
? 5. . _ cluding commissions. 


| Also, a code of ethical practices was 
‘ developed by National Assn. of Insur- 
ance Commissioners which outlined 
acceptable commission scales and 
practices. As buyers of group cover- 


ents at- 
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Underwood To Address 
NALU Convention 


(CONTINUED FROM PAGE 1) 
personalities who will participate in 
the symposium will be ennounced soon. 

Elected governor in 1956 at the age 
of 34, Mr. Underwood is one of the 
country’s youngest governors. In 1959 
he was chosen by the National Gov- 
ernors Conference as one of a delega- 
tion of nine to tour the Soviet Union. 
He has gained recognition in the Re- 
publican party, his latest distinction 
being his appointment as temporary 
chairman of the Republican national 
convention. 

Work on NALU’s new headquarters 
building is rapidly being completed 
and plans for dedicatory ceremonies 
have been approved by the NALU ex- 
ecutive committee. The time is 1:45 
p.m. Sept. 11, the convention opening 
day. Ceremonies will feature formal 
acceptance of the building, comments 
by NALU leaders and a nationally 
known figure yet to be announced, and 
a tour of the building. 

The ceremonies will be followed by 
a reception and tea for all convention 
registrants, at the Statler hotel, spon- 
sored by the District of Columbia as- 
sociation. 

“The new NALU building will be 
dedicated as a memorial to the career 
life underwriters of America and to 
the institution of life insurance,” said 
President William S. Hendley Jr. of 
NALU. “The importance of the occa- 
sion will be underscored by the im- 
pressive listing of over 5,000 charter 
builders names that will be displayed 
in bronze in the foyer of the building. 
We believe it is most fortunate that 
we can dedicate our building during 
NALU’s 1960 convention in Washing- 
ton, D. C., because several thousand 
of our members and many hundreds 
of our home office friends will be able 
to participate in this historic event. 
We also expect to welcome a large 
number of government officials, com- 
munity leaders, and representatives of 





ages have become better informed, 
they have demanded service in return 
for commissions, Mr. Foster said. 


other national, professional and busi- 
ness organizations.” 

The summer sales seminar that has 
been given at Purdue University for 
women agents for the last eight years 
will this yecr be given at Washincton 
Sept. 9-10, just prior to the NALU 
convention. Transfer of the seminar 
to Washington this year was due to a 
desire to b:gn a new policy of coor- 
dinating the event with NALU’s an- 
nual conventions, according to Ethel 
Karene, Union Central Life, New York 
City, educationai chairman of the 
Women Leaders Round Table of NALU. 

The seminar will be conducted by 
Hal L. Nutt, director of the Purdue 
insurance marketing institute. Elsie 
Doyle, Union Central, Fort Lauderdale, 
Fla., former NALU trustee, will be on 
the faculty. The seminar will be lim- 
ited to the first 60 women to send in 
their names. Inquiries should be sent 
to Miss Karene, 225 Broadway, New 
York 17, N. Y. 


Lee Shields Is New 
ALC Executive V-P 


(CONTINUED FROM PAGE 1) 
office will be in the Chicago head- 
quarters. 

Mr. Shield was born in Virginia 
Feb. 1, 1913 and received his early 
education in the public school system 
of Ohio and his LL.B. from the law 
college of Franklin University, Col- 
umbus, O. He entered private practice 
in Sidney, O. and in 1941 was ap- 
pointed assistant attorney general of 
the state. Until 1944, he represented 
Ohio both as a trial lawyer and as 
the author of many of the official 
opinions of the attorney general. 

He saw service in a rifle company 
both in Europe and in the Pacific in 
Worid War II and was awarded the 
Combat Infantry Badge and Bronze 
Star. Returning to civilian life in 1946, 
he resumed his duties as assistant at- 
torney general in Ohio, being appoint- 
ed superintendent of insurance by then 
Gov. Thomas J. Herbert in 1947. While 
superintendent, he was very active in 
the affairs of the National Assn. of In- 
surance Commissioners, serving on 
many of the important committees of 
that organization. 


President Roberts Of 
Fidelity Mutual Dies 


PHILADELPHIA—Ellsworth A. Rob- 
erts, 63, president of Fidelity Mutual 
Life since 1943, 
died at University 
Hospital here. 

Mr. Roberts 
joined Minnesota 
Mutual’s law de- 
partment in 1925 
after practicing law 
in Duluth, Minn. 
He was vice-presi- 
dent and general 
counsel when he 
left to become 
president of Fidel- 

E. A. Roberts ity Mutual. He was 
a director of Fidelity Mutual and of 
many other corporations and institu- 
tions. He had served as Minnesota vice- 
president of American Life Convention 
chairman of the ALC Legal Section, 
and director of Life Insurance Assn. of 
America. 





JOHN O. JEFFREY, 61, retired 
secretary-treasurer of the Weekly 
Underwriter, died at St. Albans, Vt. 
He had been an officer of Underwriter 
Printing & Publishing Co., publisher 
of the Weekly Underwriter, for 34 
years prior to his retirement for rea- 
sons of health in 1956. 
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K. Of C. In Force 
Passes $1 Billion 


Knights of Columbus has _ passed 
the billion-dollar mark.in the total of 
insurance in force on members, Su- 
preme Knight Luke K. Hart told the 
fraternal’s directors at their quarterly 
meeting. 

In the past three years, insurance 
held by some 400,000 members in- 
creased almost 50%, and the most re- 
cent in force figure is 2% times the 
amount in force eight years ago. 

Knights has assets of more than’ 
$169 million and, since its founding in 
1882, has paid more than $140 million 
in benefits. 


Toledo CLUs Elect Herbst 

Toledo chapter of CLU has elected 
Paul Herbst, Northwestern Mutual, 
president. Gilbert Templeton, Metro- 
politan, is vice-president; James Gil- 
ger, Midland Mutual, secretary-treas- 
urer, and Robert Schact, New England 
Life, educational chairman. 

Julius Sackman, assistant superin- 
tendent of the New York department 
and chief of the life bureau, is con- 
valescing from a cataract operation. 


ACTUARIES ||| 


Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 























BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 








COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Anueles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


5002 Dodge St 
Omaha 32, Neb. 


2801 North Meridian St. 
Indianapolis 8, Ind. 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








Srwin et & GC. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
Insurance—Pensions 

1@ South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 

















The Penn Mutual Life Insurance Company welcomes 
underwriters who are determined to make better-than- 
average progress. Their success, we believe, becomes 
the success of the company, and everyone benefits. 


That is why, if you are interested in moving to the 
front, you will find abundant opportunities and help 
at The Penn Mutual. You can take advantage of inten- 
sive training and educational programs tailored to equip 







» Back of Your Independence Stands 
m The PENN MUTUAL 


you for all phases of successful life insurance selling— 
from advanced underwriting and estate planning to 
profit-sharing and pension plans. 

Thus, you can be certain that The Penn Mutual will 
help you get ahead. We believe that great opportunities 
are available to Penn Mutual men whether in direct 
sales, sales supervision or General Agency work... 
and their future is the future of the company. 


* x * 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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